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NW Nat'l. Board 
Against Stock Sale 
to Great Southern 


But Expect Tex. Insurer 
to Push Bid to Buy 
Control of Minn. Company 


The executive committee of the 
poard of Northwestern National met 
this week and adopted a six-point res- 
olution indicating that it was dead set 
against the proposed purchase by 
Great Southern Life of Northwestern 
National stock, but it also was indi- 
cated from other quarters that Great 
Southern does not plan to abandon its 
efforts to gain control of Northwest 
ern National through its announced of- 
fer to purchase Northwestern stock at 
$1034 a share. Northwestern has 220,- 
000 shares of common stock outstand- 
ing. 

The offer came somewhat as a sur- 
prise last week when Union Securities 
Co. of Dallas on behalf of Great South- 
ern Life offered to buy the stock, con- 
tingent upon acceptance by 75% of 
Northwestern stockholders. Details of 
the offer were circulated widely last 
week in news stories and paid adver- 
tisements in the Minneapolis news- 
papers, the Wall Street Journal, and 
also in a news account in THE Na- 
TIONAL UNDERWRITER. However, it was 
not until this week that Northwest- 
ern National claimed to have received 
formal notice of the offer, although 
officials of Northwestern had been 
informed informally last week about 
the proposed purchase. 

It appeared that Northwestern Na- 

tional officials decided to sit tight on 
the offer until. its executive commit- 
tee had an opportunity to take a stand 
on the formal offer as presented to it 
this week. The committee’s reaction 
was embodied in the resolution which 
stated that “the acquisition of the con- 
trolling stock interest in the company 
by any other life insurance company 
might tend to disturb the relationship 
between the mutual and stock branch- 
ts of Northwestern.” 
The resolution also stated: “It would 
not be in the best interests of the com- 
pany (Northwestern National), its 
employes or agents for the company 
0 come under the dominance of any 
pther life insurance company or other 
Orporations by the acquisition of a 
ontrolling stock interest or other- 
wise, 
















“It shall be the policy of the com- 
pany (Northwestern National) to take 
appropriate proper measures to 
and maintain the individual 
fd separate identity, independence 
ind integrity of the company. 

“No officer, director or employe of 
he company shall negotiate with any 
other life insurance company or other 
erporation looking toward the acqui- 
sition of a controlling stock interest in 
' company.” 

The above paragraph has been in- 
‘preted to mean that B. F. Hous- 
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Life Sales Push 
$5 Billion to Set 
New October Record 


October sales of life insurance, to- 
taling $4,792,000,000, rang up a new 
record for the month, 30% higher than 
October, 1955, and brought the 10 
months aggregate to $42,808,000,000, 
up about 13%. 

Ordinary sales also set an October 
record, with $3,679,000,000 for a 28% 
gain. A total of 751,000 ordinary poli- 
cies was purcrased to push the 10- 
month total to 6,652,000. 

Industrial for October amounted to 
$549,000,000, up 1%. Group life, repre- 
senting new groups only and not ad- 
ditions under contracts already in 
force, broke the October record with 
$940 million, for a 68% increase. 

For the first 10 months, ordinary 
accounted for $28,590,000,000, an in- 
crease of 15%. Industrial was $5,252,- 
000,00, off 1%. Group sales were up 
15% at $8,961,000,000. Last year’s 
group figure includes the additions of 
$1,925,000,000 made in April to the 
Federal Employes Group plan. With- 
out this, the 10-month total of group 
this year would be up 54%. 





Pacific Mutual Leaders Meeting 

Top star qualifiers in the Big Tree 
field leaders club of Pacific Mutual 
Life will hold their 1957 conference 
in Glenwood Springs, Colo., in late 
August. 
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Wall, Chief Illinois 


Examiner, Loses Job; 
Blames G. F. Barrett 


William E. Wall, chief examiner of 
the Illinois insurance department in 
charge of the Chicago office, has ac- 
cused Director McCarthy of firing him 
from his $10,860-a-year job the day 
after the elections. 

According to the St. Louis Post-Dis- 
patch, Mr. Wall said Mr. McCarthy 
called him into his office the day after 
the election and told him that he was 
through. Mr. Wall said he asked why 
he was fired and quoted Mr. McCarthy 
as replying: “ ‘It might be embarassing 
to both of us, but I’ll give you a clean 
slate.’ ” 

“Don’t talk to me that way, my 
hands are clean,’” Mr. Wall said he 
retorted. 

The Post-Dispatch quoted Mr. Wall 
as attributing his dismissal to George 
F. Barrett, former attorney general. 
Mr. Wall said he had inquired last 
summer into certain practices that a 
Chicago insurance agency allegedly 
was using to sell automobile policies. 
The agency was identified in the IIli- 
nois State Register as Regal insurance 
agency of 175 West Jackson boulevard. 
Mr. Wall said the day after he had 
warned the agency Mr. Barrett ques- 
tioned him about investigating the firm 
without checking with someone.” 

Mr. Wall, 52, had been in the de- 

(CONTINUED ON PAGE 16) 








Late News Bulletins... 








]. P. Sedgwick, State Mutual VP, Resigns 


WORCESTER—John P. Sedgwick, financial vice-president of State Mutual 





Life, has resigned because of ill health but will continue as a director and a 
member of the finance committee and will act as a financial consultant to the 
company. He joined State Mutual in 1948 as head of the financial division. 
Richard H. Wilson, 2nd vice-president, becomes head of the financial division. 
Prior to joining State Mutual in 1946 he was an investment analyst for Liberty 
Mutual in Boston. 


NALU for Principle of Treasury Loan Curb P 

WASHINGTON—National Assn. of Life Underwriters “is in accord with the 
principle that the treasury has submitted to your subcommittee to disallow 
the deduction for interest paid on indebtedness to purchase life insurance and 
annuity contracts on the bank-loan plan,” Gerald S. Brown, a member and 
the former chairman of the NALU federal law and legislation committee told 


the Mills subcommittee of the House ways and means committee at a hearing... 


Mr. Brown, who is an agent of Penn Mutual at Chicago, continued: “How- 
ever, we understandably shall want to withhold judgment on the precise 
means by which the proposal, if approved by your subcommittee, is to be im- 
plemented, until such time as we can examine specific proposed legislation on 
the point. In this connection, we are confident that both the treasury and your 
subcommittee will agree with us that in no event should such legislation im- 
pair the right of policyholders to deduct interest. paid on life insurance loans 
obtained for countless customary and unquestionably proper purposes, includ- 
ing the payment of premiums in cases where the indebtedness is not incurred 
pursuant to the type of plan which is the subject of your study, to this end, it 
is obvious that great care must be exercised in drafting appropriate legisla- 
tion. Accordingly, if your subcommittee approves the treasury’s proposal, we 
shall be happy to cooperate in the drafting of implementing statutory lan- 
guage.” ' Nia 

Mr. Brown expressed NALU’s complete opposition’ to the Treasury’s pro- 
posal for partial restoration of the payment of premium test for estate tax 
liability of life insurance proceeds, for: reasons closely parallel to those given 
to the subcommittee by American Life Convention and Life Insurance Assn. of 
America. Further details on Mr. Brown’s testimony will be reported in next 
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Strong Objections 
Are Raised Against 
Premium-Payer Test 


Magovern, for ALC-LIA - 
Also Opposes Proposed 
Form of Bank-Loan Curb 


WASHINGTON—Vigorous  opposi- 
tion to the Treasury’s proposal for the 
partial restoration of the premium- 
payer test for estate tax liability of 
life insurance proceeds was expressed 
before the Mills subcommittee of the 
House ways and means committee on 
behalf of American Life Conventicn 
and Life Insurance Assn. of America. 

John J. Magovern Jr., vice-presi- 
dent and counsel of Mutual Benefit 
Life and chairman of the ALC-LIA 
joint committee on taxation of life in- 
surance, termed unsound the theories 
advocated by the Treasury. He said 
the Treasury’s suggestion that only 
the excess of the face amount over the 
cash value or reserve doesn’t change 
the fundamental character of the test. 

Mr. Magovern also expressed con- 
cern over the way in which the Treas- 
ury proposes to deny the interest de- 
duction right under the income tax to 
loans made with the intent of financ- 
ing insurance purchases on the bank- 
loan plan. 

“The life insurance companies are 
not in complete agreement regarding 
the necessity for additional legisla- 
tion on this subject,” he stated. “The 
committee of which I am chairman is 
in general agreement with the objec- 
tive of denving the interest deduction 
where the loan to purchase insurance 
is entered into to achieve a tax ad- 
vantage. We are concerned, however, 
lest any proposal be adopted which 
would impair the normal use of bor- 
rowed funds by those in need of such 
credit to carry their insurance protec- 
tion. 

“We also feel that any legislation 
on this subject must be administra- 
tively feasible and any tést of com- 
pliance should be objective and prac- 
ticable.. We find no objective test in 
the-treasury proposal. Its application 
seems to depend on the intent of the 
purchaser to pay a substantial number 
of premiums from borrowed funds. If 
your subcommittee decides to give it 
further consideration, we are prepared 
to cooperate in an effort to develop an 
appropriate solution.” 

Speaking against the Treasury’s 
proposal for partial restoration of the 
premium-payment test, Mr. Magovern 
said that life insurance is not testa- 
mentary, it is not designed to serve as 
a will, nor is the premium payment 
test justified as a method of prevent- 
ing avoidance of estate taxes. Both 
theories are erroneous arguments for 
the test, he declared. The transfer of 
a life insurance policy and continued 
payment of premiums through gifts of 
money, securities or other property,” 
he stated. 

“The theory that the proceeds of 
previously assigned policies should be 
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Wheeler Appointed 
Associate Chicago 
Manager of N. U. 


W. D. O’Connnell Becomes 
New Associate Resident 
Manager for Illinois 


Andrew J. Wheeler, for the past two 
years Pacific coast manager of the 
National Under- 
writer Co., has re- 
turned to Chicago 
to be associate 
Chicago manager 
with Otto E. 
Schwartz. 

Mr. Wheeler 
previously had 
been resident man- 
ager in Illinois for 
he nine years. 

i” : William DD. 

A.J. Wheeler = © Connell has been 
transferred from the Cincinnati home 
office sales staff to Chicago as asso- 
ciate resident manager. for Illinois 
with Robert J. Wieghaus. 








Dallas to Retire as 
V-P of Aetna Life 


William H. Dallas, vice-president of 
Aetna Life, will retire Jan. 31 after 
more than 31 years with the company. 


He was a life agent before joining 
the company as _ superintendent of 
agencies in 1925. He was named as- 
sistant vice-president in charge of life 
underwriting in 1928 and was made 
vice-president in 1938. 

Mr. Dallas is a past president of 
Home Office Life Underwriters Assn. 
and is a former instructor at the 
Wharton school. He also served three 
terms in the Connecticut legislature. 





Plans For Pru’s New 
England Home Office 
Spurred by Agreement 


An agreement with Massachusetts 
Turnpike Authority has cleared the 
way for construction of Prudential’s 
proposed $50 million New England re- 
gional home office in the back bay 
area of Boston. 

The agreement gives the turnpike 
authority an easement 1,800 feet long 
and 156 feet wide at the site for high- 
way construction if the east-west toll 
road is extended into Boston along the 
New York Central-Boston & Albany 
railroad right of way. The company is 
now beginning negotiations for pur- 
chase of the railroad’s back bay yards 
between Huntington avenue’ and 
Boyslton street. 

No building plans have been drawn 
yet because Prudential feared exten- 
sion of the toll road would set up a 
series of interchanges around the of- 
fice building. The easement would 
permit only construction of an eight- 
lane divided highway near the pro- 
posed building. 
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‘Double Dollar’ 
Insurance Costly, 
Chicago Agents Say 


The board of Chicago Life Under- 
writers Assn. decided this week to 
launch an intensive program to edu- 
cate all of its nearly 2,200 members to 
the shortcomings of the “double dol- 
lar” plan for buying insurance, ex- 
plaining that this plan offers little 
more than very expensive term insur- 
ance, and does, in many cases, cost a 
man age 25 almost three times as 
much for his term insurance than it 
would if he bought it through his life 
agent. 

The so-called double dollar plan is 
“sold” by at least three Chicago banks 
where savings depositors get $1 worth 
of term insurance for each $1 in sav- 
ings, up to as much as $5,000. But the 
banks that provide this plan, the board 
explained, cut their interest rate on 
savings to pay the insurance premium, 
which, in most cases, is extravagantly 
high for the young and insurable. 

The board explained: A man age 25 
can deposit his savings in a number 
of Chicago area banks which don’t 
offer the double dollar plan and get 
24%2% annual interest, or $25 for each 
$1,000 on deposit. This same man also 
could deposit his money with a large 
Chicago bank which offers the double 
dollar and only get 1% interest, or $10 
interest and $1,000 worth of term in- 
surance. In effect then, term insur- 
ance, through this double dollar plan, 
costs the 25-year-old man $15 a thou- 
sand, whereas it is possible for him to 
buy l-year renewable term from the 
agent of a big insurer for as little as 
$5.35 a thousand. ° 

“Term insurance, then, through the 
bank, is neither free nor cheap, but 
very expensive,” members of the board 
of the Chicago association have con- 
cluded. 

In fact, the board members have 
pointed out that term insurance 
through a bank is not cheap or a bar- 
gain for anybody under age 50. The 
board deems it poor business acumen 
for a man under 50 to buy term insur- 
ance via the double dollar plan at $15 
a thousand when he can, at age 30, 
buy $1,000 worth for $5.71 a year; 
$6.30 at age 35; $7.27 at age 40; $9.10 
at 45, and $13.12 at age 50. 

It is with these illustrations that the 
Chicago board argues that the double 
dollar plan caters to the older and un- 
insurable at the expense of the young 
and insurable. 

The Chicago association feels that 
by educating its member agents to the 
disadvantages of the double dollar 
plan, these members, in turn, can con- 
tract over 2 million insurance buyers 
in the Chicago area. It is estimated 
that the membership of the Chicago 
association services and provides in- 
surance counsel to about a half million 
Chicago area families, which average 
four persons to a family. 

The Chicago association, which 
knows how to stir up action when it 
feels it necessary, already has at- 
tracted a lot of attention and publicity 
in its efforts to tell the full story of 
the double dollar plan. 


Mutual Trust GAs Hear 


Nussbaum at Chicago Meet 


General Agents’ Assn. of Mutual 
Trust Life held its annual meeting at 





. LaSalle hotel in Chicago, and featured 


speakers included A. Jack Nussbaum, 
newly-elected president of NALU, and 





— 


company Vice-President Charles 
Kiefer, who outlined company plan; 
for expansion of sales promotion, ang 
education for next year. 

Mr. Nussbaum advised the associa. 
tion on “What I Would Do if I Were, 
General Agent.” Other speakers jp. 
cluded William North, New York Life 
Evanston, who spoke on “Opportunj-. 
ties Unlimited” in life selling and A. 
bert J. Zern, general agent Northwest. 
ern National, who discussed recruiting, 
Howard Clarke, CLU instructor at De. 
Paul university, presented a number 
of sales talks aimed at overcoming 
normal objections. 

Elections were held and Arthy 
Tiedemann, New York City, was 
named president. Other officers chosen 
were Roy Pease, Sumner, Ia., 1st vice. 
president; Bernard M. Eiber, Brook] 
2nd vice-president; and Charles Wa}. 
ter, Cincinnati, secretary-treasurer, 





Davey Turns Down 
Reappointment as 
Ind. Commissioner 


William J. Davey has declined re. 
appointment as _ Indiana _ insurance 
commissioner and is taking a position 
with an Indiana insurer. No successor 
has been named as yet, and, in fact 
candidates for the office have -not 5 
far had a chance to get their light. 
ning rods grounded. 

Mr. Davey has served one term and 
has made a good reputation. He has 
been. a vigorous administrator taking 
the initiative as far as the law per. 
mitted in writing the closing chapter; 
of one of two domestic charter com- 
panies and attempting to tighten up 
regulations of both companies and 
agents. 


Western & Southern 
Offers to Buy Stock 


of Life of Missouri 

Western & Southern Life has of- 
fered to buy the 400,000 shares of out- 
standing stock of Life of Missouri for 
$32 a share. One condition of the offer 
is that at least 41% of Life of Mis- 
souri’s stock must be turned over to 
Western & Southern’s representative 
by Jan. 31. 

A formal notice to Life of Missouri 
stockholders will be made soon by 
A. G. Edwards & Sons, St. Louis bro- 
kers. It is understood that holders ofa 
third of the outstanding stock already 
have optioned their shares at $32 
apiece to Western & Southern. This 
price will be paid for all stock pur 
chased. 

While Western & Southern would 
reinsure the outstanding business 0 
Life of Missouri, it reportedly plans to 
retain the company’s St. Louis home 
office and personnel. 

The 400,000 shares have a par value 
of $5. Life of Missouri in 1954 reduced 
the par from $100 in a 40-for-1 stock 
split in 1954 when a large amount was 
made available to the public and the 
H. G. Zelle family dsiposed of its hold- 
ings. A 60-cent dividend was paid 
1955. Recent quotations have been 
the $1914-$20%% bid and asked range. 

In its 1955 statement, Life of Mit 
souri reported $17,573,668 in asses 
$4,261,677 in capital and surplus ai 
$175,240,681 of insurance in force. I 
was incorporated in 1907 as Missowl 
Life & Accident, an assessment com 
pany, later changed its name to Mi 
souri Insurance Co. and took its pre 
ent name last April. : 

Western & Southern, with its homé 
office in Cincinnati, has $672,281, 


in assets and $3,068,365,575 of insure w 
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Raise 3 Objections 
To Rules for New 


Indiana Companies 


Three objections to the new Indiana 
regulation 1956-1 dealing with forma- 
tion and capital expansion of new 
stock companies in the state devel- 
oped at a recent public hearing in In- 
dianapolis. The regulations were re- 
ported in detail in the Nov. 16 issue 
of THE NATIONAL UNDERWRITER. 

Securities dealers and _ insurance 
men at the hearing declared that the 
new 10% maximum allowance for pro- 
motion, including commissions on the 
sale of new stock, is too low. “I per- 
sonally could not handle an insurance 
offering’ under the proposed regula- 
tions,” Robert Mayes, Indianapolis 
dealer, declared. 

Also objecting to the reduced pro- 
motional expense allowance was Har- 
ry E. Wells, former Indiana commis- 
sioner, now president of one of the 
state’s newest companies, American 
Travelers. Mr. Wells said he repre- 
sented 11 companies which had 
grouped together to send a committee 
to the hearing. He labelled the 10% al- 
lowance “too strenuous.” 

Mr. Wells also objected to the pro- 
vision in the regulations forbidding 
sale of new stock at a profit by the 
original buyer during the stock offer- 
ing and for two years thereafter. Near- 
ly all the 11 companies feel the resale 
restriction is unconstitutional, he re- 
ported. 

Attorney Phillip Kappes voiced the 
third objection, which was to the re- 
quirement that records and papers 
now filed only with the securities 
commissioner be also filed with the 
department. “The insurance commis- 
sion is usurping the authority of 
the securities commissioner... This 
would be an unwarranted duplication 
of effort,” he charged. 

Another attorney, J. M. Shannon, a 
former securities commissioner, said 
that everything the regulations seek 
to accomplish could be accomplished 
through informal conferences with the 
securities department “and exercise of 
their discretion.” 

In general, the hearing developed 
the sentiment that “something”: should 
be done about promotional-type com- 
pany formations and expansions and 
that the regulations are a move in the 
right direction, with the three excep- 
tions noted. However, observers point 
out that the three items criticized are 
the very heart of the regulations and 
with them cut out or weakened, the 
situation—which has led to a 100% 
increase in new companies in the state 
since 1952—would be where it was 
before proposal of the regulations. 

Commissioner W. J. Davey declared 
he would make his opinion known 
after a study of the transcript of the 
hearings. He appeared to take most 
Notice of the claim that the resale 
requirement is unconstitutional and of 
a reminder that the filing fee payable 
to the securities commission is 1% of 
the total capitalization of a proposed 
company. Under the regulations as 
written, the 1% would have to come 
out of the 10% maximum for promo- 
tion and commissions. 





Equitable Society to Hold 

Two Conferences on Training 
Equitable Society will hold two more 

in its series of regional conferences on 

gent training for agency and unit 

@magers Nov. 25-28 and Dec. 3-6 at. 

tel Roanoke in Roanoke. 

“wach conference, part of the man- 

lal development program, will be 






attended by a group of 17 men. The 
meetings will be attended by men from 
Virginia, Maryland, Washington, North 
and South Carolina. 

Clarence B. Metzger and Harold 
Rossman, 2nd vice-presidents, will be 
consultants at both conferences and 
John W. Moore, Rock Hill, S. C., will 
serve at the second. The training staff 
consists of John Bidginer, Utica, N. Y., 
Robert F. Brownell, Jamestown, N. Y., 
Don Gorseline and Edward Riley. 


Conn. General Sells 
Office to Aetna Fire 


Aetna Fire group of 650 and 670 
Main street, Hartford, has purchased 
the home office building of Connecti- 
cut General Life at 55 Elm Street 
there. 

Aetna’s first home office was on 
State street, and it moved to its pres- 


ent site in 1867. Its present home office 
building at 670 Main street was com- 
pleted in 1905, and the company pur- 
chased. the structure at 670 Main street 
in 1939. 

. ° e e 

Connecticut General plans to move 
in the spring to a new home office 
building now nearing completion in 


Bloomfield. 





A NORTHWESTERN MUTUAL POLICYHOLDER, Mr. Lewis, father of eight, has provided for his family 


may one day cost your family far more! 


A message from one family man to others 
by ROBERT E. LEWIS, President, Argus Cameras, Inc. 


“Mc" of us pride ourselves on a cer- 
tain amount of sensible sales resist- 
ance. But there are times when by failing 
to invest money wisely we can actually 
lose much, 

“Life insurance is the best example of 
all. By not getting it, a man may feel 
that he is saving money at the time... 
but he may cost his family much more 
in the long run. 

“With life insurance a man can pro- 
vide funds for his family’s security at a 


cost of just a few cents on the dollar. 
Without life insurance, or with insuffi- 
cient coverage, the family would have to 
provide for itself... dollar for dollar... 
the money that life insurance could have 
provided at just a fraction of the cost. 

“So the man who is interested in really 
saving money for his family should think 
first of life insurance. With it he can buy 
the safe future he wants his family to have 
at a bargain. The payments can be easily 
made out of his regular income.” 


with a growing program of life insurance with this company. 








KARSH, OTTAWA 


“The life insurance you didn't buy 


'” 


HOW LONG IS IT SINCE YOU 
HAVE REVIEWED YOUR 
LIFE INSURANCE PROGRAM? 


IRTHS, deaths, marriages, changing 

needs, taxes... all affect protection 

plans. A life insurance program needs re- 
view at least every two years. 


You'll find real assistance when you call 
upon a Northwestern Mutual agent. He 
is trained to give understanding advice. 
His company is one of the largest in the 
world. It has over 99 years’ experience. 


Moreover, Northwestern Mutual offers 
SO many significant advantages, including 
low net cost, that no company excels it in 
that happiest of all business relationships 
—old customers coming back for more. 





Zhe NORTHWESTERN. MUTUAL Life Lnsurance Company 


MILWAUKEE, WISCONSIN. 





APPEARING IN TIME, NOVEMBER 5 AND: DECEMBER 3; IN NEWSWEEK, DECEMBER 17 
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NOW - ANOTHER OCCIDENTAL 
GROUP FIRST! 





NOW — FOR THE FIXST TIME ANYWHERE — 
in this one compact kit — Group Major Medical for 
10 to 50 lives in package form — with $10,000.00 
maximum benefit — written either standing alone 
with optional $50 or $100 deductible and 80/20 co- 
insurance — or superimposed on any of our seven 
new 10-Plus package plans: of basic hospital and 
surgical benefits, for 10 to 50 lives. 


It’s all here in this one kit — ready, willing and able! 


‘ ccidental Li 
” INSURANCE COMPANY OF CALIFORNIA 
HOME OFFICE « LOS ANGELES. 





meeting of Illinois 


Illinois Life Agents Convene at Peoria 





Among speakers 
and officers at the 
recent annual 





Leaders Round 
Table and mid- 
year meeting of 
Illinois Assn. of 
Life Underwriters 
at Peoria are, left 
to right, A. Jack 
Nussbaum, Massa- 
chusetts Mutual, Milwaukee, new president of NALU, Bernard J. Frazer, 
John Hancock, Dixon, who is resigning as 2nd vice-president of the state as- 
sociation; Edmund L. Zalinski, John Hancock vice-president, and Carl E. 





are you on the 
outside looking in? 





eee Ge: 


RBARA—'57 





LAKE LOUISE—‘58 
hedul for qualified agents of Pacifie National 
Life. Open the door to a Pacific National Life general agent career 
for yourself. You'll enjoy toh pen pension plan and top com- 


SANTA BA 


HAWAII—'56 





That's the conventi 


mission contracts as an agent of.@ progressive company. How about 
you? If interested, write to: Kenneth W. Cring, Vice-Pres. & 
Supt. of Agents. Travel on the winning team, NOW. TE WESTERN 
STATES AND HAWAII. ie 4 


oh Arey e 

~ PACIFIC NATIONAL LIFE 

Home office: 411 East South Temple, Salt Lake City, Utah 
Ray H. Peterson, Pres. Kenneth W. Cring, V. P. & Supt. of Agents 













Lindstrom, Travelers, Evanston, president of the state association. 


A quartet rep- 
resentative of the 
big turnout at the 
recent mid-year 
meeting of Illinois 
Assn. of Life Un- 
derwriters at Pe- 
oria are, left to 
right, Kenneth 
Keil, Penn Mutual, 
Springfield, a past 


president of the association; Victor Duray, Franklin Life, Freeport; Mrs. 





and Theodore Maslo, Prudential, Chicago. The mid-year meeting was held in 
conjunction with the annual meeting of Illinois Leaders Round Table and the 
sales congress of Peoria Life Underwriters Assn. 


New officers of 
Illinois Leaders 
Round Table elec- 
ted at the group’s 
annual meeting 
recently in Peoria 
are, left to right, 
J. Kenneth Elli- 
ott, Northwestern 
Mutual, Kewanee 
secretary - treasur- 
er, Dave Dawson, 


Home Life of New York, Chicago, 
Walter O. Richard, John Hancock, Springfield, 1st vice-president. Not present 
is Kenneth A. Mullins, Great-West Life, Chicago, the new 2nd vice-president. 





president, and 











Lincoln National Moves 
8 Truckloads of Records 


A moving masterpiece was per- 
formed by Lincoln National Life in 
transporting the records of its newly- 
acquired Reliance Division from Pitts- 
burgh to the home office at Fort 
Wayne, Ind., over a weekend without 
interruption in business. The planning 
and timing took some three months. 
Included in this move were all the 
records of the Reliance business, in- 
cluding two million card records and 


other records of 350,000 policyholders. 

The vast amount of material re- 
quired the use of eight 35-foot moving 
vans. Each van was loaded and sealed, 
then the eight vans moved in convoy 
from Pittsburgh to Fort Wayne. To 
make sure the mass move would come 
off without a hitch, standby vans were 
spotted along the way in case a truck 
ran into mechanical difficulties. The 
only incident was one flat tire. The 
convoy loaded and started Friday night 
after the Pittsburgh office closed. The 
vans were unloaded on Sunday, with 
business as usual Monday morning in 
Fort Wayne rather than in Pittsburgh. 










Old Republic Life Insurance Company 
provides the most complete specialized 
credit life, accident and sickness insur- 
ance market for agents serving finan- 
cial institutions engaged in diversified 
instalment credit. Its representative 
can be of assistance to you. A phone 
call, wire or letter will bring the man 
from Old Republic to your desk with 
full details. 


Old Republic 


Life Insurance Company 
Chicago 1, Illinois 
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Lawyer Advises 


Follow Both NAIC and 
FTC A&S Ad Rules to 
Be on Safest Path 


Until the issue of state versus fed- 
eral jurisdiction is settled definitely, 
the safest path for companies to fol- 
low is to make a sincere effort to com- 
ply with the A&S advertising rules 
set forth by both Federal Trade Com- 
mission and National Assn. of Insur- 
ance Commissioners. 

That was the advice given by Don- 
ald S. MacNaughton, assistant gen- 
eral solicitor of Prudential, to 300 com- 
pany representatives at the first in- 
dividual insurance forum sponsored by 
Health Insurance Assn. of America at 
Dallas. 

“To steer such a course carries no 
implication that we are sacrificing 
state regulation on the altar of expe- 
diency,” Mr. MacNaughton delcared. 
“Rather, by complying with the FTC 
rules without admitting their jurisdic- 
tion to impose them, we perhaps serve 
the cause of state regulation. In so do- 
ing, we avoid the danger of turning 
out materials the federal jurisdiction- 
alist can use in his struggle to usurp 
the power now reserved to the states.” 

Except for differences in language, 
he pointed out, both sets of rules are 
substantially the same, with one ma- 
jor exception and perhaps a second. 
FTC rule 2B requires inclusion of the 
policy surgical schedule in a detailed 
advertisement of a surgical benefits 
policy. This is a major departure, since 
the NAIC counterpart only requires the 
description of surgical benefits to en- 
able readers to understand that the 
payments will vary, depending upon 
the nature of the person’s operation. 
Mr. MacNaughton felt the FTC re- 
quirement is too strict and voiced the 
hope for its eventual amendment. 

The other possible major difference 
is that the NAIC rules allow exclu- 
sions to be set forth under a separate 
caption, while section 5 of the FTC 
regulations does not provide for the 
use of captions. The FTC rule does 
not, however, require the exclusions 
to be directly adjacent to the benefit 
descriptions, but rather ‘in sufficiently 
close conjunction with the same so as 
not to deceive.’ Mr. MacNaughton felt 
the words ‘sufficiently close conjunc- 
tion’ will permit companies, if they use 
proper discretion, in most cases to plan 
their advertising layouts in the same 
way they would under the NAIC 
rules. 

Areas which should concern A&S 
advertisers most are renewability of 
advertised policies; exceptions, reduc- 
tions or limitations mentioned in the 
advertisement; the NAIC rule requir- 
ing a statement in the advertisement 
that the ad is not a complete descrip- 
tion of the policy and that the reader 
should study the contract or question 
his agent; and both the NAIC and FTC 
rules telling where the exclusions 
should appear in the advertisement. 

Anyone who. has contact with 
a company’s advertising program, 
whether he is a copywriter, lawyer or 
reviewer of advertisements, should be- 
come thoroughly familiar with the 
NAIC interpretive guide in order to 
avoid infractions of the existing A&S 
advertising standards, Mr. MacNaugh- 
ton said. 

A&S advertisers must meet these 
Standards: Those set forth by NAIC, 
FTC, state laws and other miscellane- 
ous rules, those created by people’s de- 





sire to buy through the advertising 
medium and which guide the promo- 
tion writers; those established by pro- 
fessional advertising and sales promo- 
tion people; those of competition, and 
those of precedent. 

Advertising must be truthful and 
not misleading by implication, statis- 
tics must be aceurate, and care must 
be used in carrying testimonials, Mr. 
MacNaughton said. Circumspection is 
paramount when an advertisement at- 
tempts to compare the products of 
different companies. 

The insurance business must exer- 





cise good judgment in creating its ad- 
vertising and must demonstrate flexi- 
bility in adopting methods and tech- 
niques suitable to the changing times, 
or it will invite losses through compe- 
tition and government regulation by 
non-compliance with A&S standards. 
No rules, no interpretations and no 
speeches can be a substitute for good 
judgment, he asserted. It is impossible 
to lay down hard and fast rules. The 
key to success in the creation and ap- 
proval of acceptable advertising is the 
exercise of sound judgment by the 
copywriter and the reviewer. 


a |... 
annuities 
in Connecticut Mutual 


now an 
even better buy 





Hancock Pre-authorized 
Check Plan Introduced 


John Hancock has introduced an au- 
tomatic monthly premium payment 
plan called “premium-atic.” 

The plan will be available for select 
ordinary policies and annuity contracts 
issued aiter Oct. 31, 1956, with a 
monthly premium of $15 or more. It 
will be available immediately in all 
but three states. 

Under the plan, a policyholder au- 
thorizes the company to draw monthly 
checks on his bank account to cover 
the premium, and authorizes his bank 
to honor the checks. 





















rates again reduced 
commissions increased 


SINGLE PREMIUM ANNUITIES—PER $10 MONTHLY INCOME 














Age 60 Age 65 Age 70 
INSTALMENT New Rate | Old Rate | New Rate | Old Rate | New Rate | Old Rate 
REFUND Male $1,996 $2,108 $1,769 $1,886 $1,558 | $1,667 
Female 2,172 2,322 1,938 2,096 1,721 | 1,871 
Age 60 Age 65 Age 70 
10 YEARS New Rate | Old Rate | New Rate | Old Rate | New Rate | Old Rate 
CERTAIN Male $1,855 | $1,907 | $1,631 $1,679 | $1,440 | $1,482 
Female 2,059 2,145 1,810 1,890 .1,587 | 1,658 
Age 60 Age 65. Age 70 
WITHOUT New Rate | Old Rate | New Rate | Old Rate | New Rate | Old Rate 
REFUND Male $1,775 $1,814 $1,513 $1,543 $1,260 $1,270 
Female 2,016 2,094. 1,740 1,806 1,468 | L511 
Joint and Survivor Rates Reduced Comparably 
COMMISSIONS INCREASED TO 2%% 
RoN 4 
sm. Zhe C MI l 
(MM) £-~ e\Lonnecticut \\\lutua 
by waeisoee ST a, 
es Ry 100% LIFE INSURANCE COMPANY : HARTFORD 
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Reports on Uninsurables 
Given ‘Graded’ Policies 


in Pension Trust Cases 


WHITE SULPHUR SPRINGS, W. 
VA.,—The mortality experience among 
persons normally uninsurable, but who 
were issued “graded” policies in pen- 
sion trusts, was reported by John L. 
Stearns, vice-president of New Eng- 
land Life, in a paper presented at the 
annual meeting of Society of Actuaries 
here. 

The New England eight years ago 
began issuing such policies, which pro- 
vide a death benefit equal to the re- 
serve plus a proportion of the risk. For 
a case rated 1,000% the proportion 
added is 1/10. The New England in- 
cluded all applicants who had been de- 
clined at the highest regular rating in 
a single class, rating them 1,000%. Pre- 
miums and dividends were on the 
standard basis. Most of the policies 
were retirement income at 65, with 
some of the more recent being life 
paid-up at 85, written to terminate 
when the individual retired. 

The company’s exposure, in the an- 
alysis presented by Mr. Stearns, was 
under 3,517 policies issued from 1947 
through 1953 and the mortality study 
ccvered the experience through the 
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1955. policy anniversary, giving a total 
exposure of 10,527 policies and $46,- 
947,350 of insurance. Actual deaths re- 
ported were on 255 lives for a face 
amount of $1,162,081. 

This gave a ratio of actual mortality 
five times that for standard risks, both 
by policy numbers and by amount. An- 
aiyzed by age groups, the mortality 
ranged from 16 times standard at the 
younger cases to four or five times 
standard at older ages, on the basis of 
amount of insurance, and from eight 
times standard at younger ages to four 
times standard at older ages, on the 
basis of number of policies. 

Analyzed by cause of death, the ac- 
tual mortality of the group showed a 
larger proportion of heart deaths than 
joint company experience suggests, but 
Mr. Stearns pointed out that cardio- 
vascular causes ranked much higher 
than normal as the cause of extra rat- 
ing for the individuals involved. Cardi- 
ovascular deaths accounted for 67.5% 
of total deaths in the group; cancer 
_—" gastro-intestinal disorders 
6.3%. 





Mutual of New York is offering 
without charge the full series of three 
Salk anti-polio vaccine injections to 
all home office employes up to age 54. 


OUR AIMS ARE 


SIMPLE 


We just aspire to be known as a 


y which is: 


I, A good “citizen” and a good neighbor 
in each community where we operate. 

A good place to work with security 
and opportunity. 


A good place to buy Life Insurance. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


HIAA Forum. § 





Faulkner Cites Role 
Underwriters Play to 
Keep Business Sound 


The vital role that underwriting and 
the underwriters play in maintaining 
the basic sound- 
ness and strength 
of the insurance 
business was high- 
lighted by E. J. 
Faukner, presi- 
dent of Woodmen 
Accident & Life 
and president of 
Health Insurance 
Assn. of America, 
at HIAA’s first 
annual individual 
insurance forum 
at Dallas. 

“Perhaps at times the recent rapid 
growth of A&S has obscured the vital 
importance of underwriting and the 





E. J. Faulkner 












underwriter to the success of our bus- 
iness,” Mr. Faulkner said in his wel- 
coming address to 300 company repre- 
sentatives and guests at the 2-day 
session on developments in the individ- 
ual health insurance business. “For 
the past 20 years we have enjoyed the 
most remarkable record of growth and 
prosperity in the more than nine dec- 
ades that our business has been pro- 
viding its essential protection. Prob- 
ably the majority of today’s under- 
writers and executives were not in 
positions of company responsibility 
when our business fought its way 
through the dark days of the early 30s. 
Those of us who did have to face up to 
the extreme losses of that period recall 
vividly the dearly bought lessons of the 
depression.” 

Underwriters have the great respon- 
sibility to avoid the twin perils of over- 
pricing and under-pricing, since both 
work for the detriment of the insur- 
ance business and invite the onus of 
rate regulation, he continued. 


Speaking of the need for underwrit- 
ers to guard against speculative under- 
writing or other practices which prom- 
ise only “mushroom growth,” Mr. 
Faulkner concluded: “Management is 
faced in every company with a vast 
complex of problems. Management has 
a right to expect of you mature and ob- 
jective advice on how far and how 
fast we can go in improving the quality 
of the protection we provide for more 
and more of our people.” 

Underwriting impaired A&S risks is 
one of the most imporiant develop- 
ments going on in the health insur- 
ance field today and may be one of the 
most important in the history of health 
insurance business, said Gerald S. 
Parker, secretary of A&S of Guardian 
Life, in his report as chairman of the 
subcommittee on substandard risks. 

Based upon conclusions taken from a 
6-year series of investigations on how 
to approach underwriting practices for 
impaired risks, Mr. Parker made three 
proposals for companies willing to 
experiment in this important field: 

First, a great many physically im- 
paired risks can be soundly under- 
written on an extra premium basis. His 
second proposal was for the prepara- 
tion within a reasonable period of time 
ot a broad statistical base for the cal- 
culation of extra premiums which 
could be made available to companies 
who consider such material prerequi- 
site to experimentation in impaired 
underwriting. Third, he proposed that 
a standard nomenclature list of physi- 
cal impairments with a standard cod- 
ing system be devised. 


In summarizing his proposals, Mr. 
Parker said, “The development of this 
experience may be the key to the very 
survival of our business. Beyond our 
own needs, consider for a minute the 
value of this material to the nation as 
a whole, to medical and governmental 
research bodies, to our own Health In- 
surance Institute. No company can 
turn down this proposal without the 
most serious appraisal of the possible 
ultimate benefit to itself, to the indus- 
try and to the nation.’ 

Two of the most important questions 
of major medical insurance claim costs 
are how much variation can be expect- 
ed and what, if anything, should a 
company do to be sure its coverages 
and premiums are adequate and equit- 
able, Charles N. Walker, associate ac- 
tuary and manager of A&S of Lincoln 
National Life, declared in a panel dis- 
cussion on major medical. “I do not 
believe it is possible at this stage of 
the development of major medical cov- 

(CONTINUED ON PAGE 13) 
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High ranking agency officers of sev- 
eral life companies described the op- 


j erations and aims of their companies’ 


manpower programs during a sympo- 
sium on recruiting, called ‘Building 
for Growth,” held at LIAMA’s annual 


' meeting in Chicago. 


An intensive recruiting program in 
which State Farm Life contracted 1,669 
new agents during a six months’ pe- 
riod was described by Myron E. Dean, 
regional agency vice-president. He ex- 
plained that urgency for additional 
production since State Farm was con- 
tending for first place in auto insur- 
ance made evident the need for greatly 
increasing its recruiting of full-time 
men. 

After explaining steps and methods 
used, Mr. Dean listed results for the 
period from August to February: “We 
used better than 12,000 Aptitude In- 
dex tests, whereas normal usage had 
been about 7,000 per year. We con- 
tracted 1,669 new agents. We termi- 
nated some 600 part-time agents, so 
our net increase was only 815 agents 
... but we had a full-time agency 
increase of about 1,400 men.” 

Mr. Dean listed these conclusions: 
e “We could not have accelerated the 
recruiting nor absorbed this many new 
men without all the know-how that 
had been acquired over a 6-year pe- 
riod. 

e “We are experiencing some turn- 
over today of the men hired during 
this period of acceleration, but at this 
stage it does not appear to be ab- 
normal. 

e “There is no one thing that we did 
that we would say brought about the 
increased recruiting. It was due to 
planning, training, added incentive in 
form of recruiting bonus, helping the 
manager share the financial burden, 
and close supervision. 

e “Recruiting is still at an accelerated 
rate. We’re not gaining in total num- 
bers as fast, but as of Sept. 30 we have 


| given 15,488 Aptitude Indexes this 


year. This is more than double the 
number used in any year before we 
had this special effort. Our managers 
are still recruiting-conscious—and 
while we’re not making an over-all 
agency-wide drive for recruiting, we 
are supervising closely the individual 
manager to keep him recruiting to ful- 
fill his 3-year goals as he can feasibly 
absorb more men.” 

How did the company go about this 
ambitious recruiting job? Mr. Dean 
outlined three major steps: A 2-day 
meeting of all state office personnel, 
a group of about 100 men who super- 
vise State Farm managers. Following 
this meeting, each state held a meet- 
ing of the district managers, where the 
program was again outlined. Within 
60 days every manager and state office 
supervisor attended a 3-day school on 
recruiting and selection. 

At the meeting for state office per- 
sonnel, the company outlined plans for 
financing of new men, increased par- 
ticipation in financing by the home of- 
fice, and a recruiting bonus. 

The company agreed to reduce the 
manager’s share in the financing of 
new men by one-third on all new men 
contracted during the six months’ pe- 
Tiod. The company also agreed to fur- 
nish managers with a line of credit on 
men contracted. In addition, the com- 
pany offered a recruiting and training 


bonus to managers equivalent to 25% 


of the agent’s front money earned dur- 
ing his first 12 months as an agent— 








Provided the agent was contracted dur- 


| Agency Men Describe Company Manpower 
Programs at LIAMA Recruiting Symposium 


ing the stipulated six months’ period. 

Commenting on the fact that every- 
thing was offered for a six months’ 
period only, Mr. Dean said this was 
to make the manager feel the urgency 
for activity; and to not overload the 
company’s portion of expense for re- 
cruiting, except for a limited period. 

Schools were planned by the train- 
ing department and classes were held 
for the state office supervisors who, 
in turn, instructed the managers. 


Schools covered a process for analyz- 
ing each district for manpower and re- 
cruiting needs in relation to sales po- 
tential. Also included were sessions on 
recruiting methods and the selection 
process. Each manager was drilled on 
his use of the career presentation and 
the recruiting kit. 

All of this procedure, Mr. Dean 
pointed out, was closely supervised by 
the regional vice-presidents in the 
home office. 

An ambitious 5-year sales and man- 
power building program was outlined 





Two speakers 
and a LIAMA 
staff man at the 
annual meeting in 
Chicago: Donald 
Bramley, senior 
consultant; Hor- 
ace R. Smith, sup- 
erintendent 
agencies of Con- 
necticut Mutual 
and chairman of 
the LIAMA educa- 
tion and training 
committee; and W. 


J. Hamrick, agency vice-president of Gulf Life, member of the LIAMA board 
of directors. Mr. Hamrick participated in a management development con- 


ference conducted by Mr. Smith. 








by F. V. Olnhausen, vice-president of 
Great Southern. Stating that the pro- 
gram is now three years along, Mr. 
Olnhausen said that the first step was 
to determine the number of new re- 
cruits needed each year in order to 
achieve the desired yearly increase in 
production. 

The second step was to develop each 
manager’s 5-year program. Agency 
quotas were based upon the record of 


the manager during the previous 5- 
year period, with particular attention 
given to his performance in recruiting 
and retention of men and its relation 
to the company’s averages. 

Would the managers accept their 
quotas? Mr. Olnhausen said this dif- 
ficult task was accomplished by per- 
sonal selling and in a group meeting. 

Here is how the company presented 
the situation to managers: “We re- 
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NOW— 


THE A B C PLAN 


THE 


Again, the Lincoln National man has 
a new plan in his sales kit. This time 
it’s a pre-authorized check plan—the 
ABC Plan. 

This Automatic Bank Check Plan 
appeals to clients and agents alike 
because it’s convenient and inexpen- 
sive, and it minimizes the chance of 
lapse through oversight. 

Lincoln National’s ABC Plan is an- 
other reason for our proud claim that 
LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
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viewed with. managers methods to use 
in reaching their yearly goals. Work 
schedules were developed with each 
manager. A performance schedule re- 
quiring monthly, weekly and even dai- 
ly recruiting activities were estab- 
lished.” 

Recognizing that the success of the 
5-year plan depended upon the per- 
formance of each manager, Great 
Southern established a plan of close 
supervision. Managers are required to 
make a weekly report showing num- 
ber of hours devoted to recruiting, 
training and supervision. It lists names 
and addresses of persons interviewed, 
centers of influence and prospective 
agents. Attached are inspection reports 
and aptitude tests. Managers are pro- 
vided with all possible mechanical re- 
cruiting aids, including a company- 
prepared recruiting manual ... all 
LIAMA material and prepared re- 
cruiting sales stories.” 

Does company pressure ever result 
in desperation recruiting? Mr. Olnhau- 
sen said this is held to a minimum be- 
cause of rigid standards and the fact 
that an agency selection committee 
must approve all contracts. 

Included in the Great Southern plan 


was a schedule for opening new agen- 
cies. He said: “We decided to select 
our new managers from bur own or- 
ganization and train them for the re- 
sponsibilities of managing. We are on 
schedule in the developing of new 
agencies and these have contributed 
largely to our quota of manpower 
growth.” 

Observing that Great Southern has 
been recruiting in a most competitive 
manpower market, Mr. Olnhausen said 
that during the past few months, “we 
have been re-examing our training 
and supervision procedures with the 
idea of improving our retention per- 
centages.” 

Is the company on schedule for in- 
creases in sales, insurance in force, and 
new manpower? He said that the com- 
pany is on schedule but that the going 
has not been easy and certainly the 
future offers only more of the same. 

The home office key to recruiting is 
to make managers aware that the com- 
pany is doing and will continue to do 
everything possible to help them re- 
cruit. This is the objective of Imperial 
ef Canada, described by J. B Pryde, 
superintendent of agencies. 

Mr. Pryde outlined steps his com- 





Attending the LIAMA annual meet- 
ing in Chicago: from left, Eber M. 
Spence, vice-president of American 
United, William O. Cummings, LIAMA 
senior consultant, and Ward Phelps, 
superintendent of agencies of Nation- 
al Life of Vermont. 





pany has taken during the past five 
years to get its managers to recruit. 
At the outset, he said, these factors 
were evident: 

e Many managers had been replaced 
quite recently and more were to be re- 
placed as evidenced by the fact that 
60% of the present managers have be 













cies caused by disability. 
greatest earning power — from 30 to 59 — his danger of 
suffering a disability of three months or longer is greater 
than the hazard of death itself. You can offer realistic 
disability benefits — on either an Individual, Salary Allot- 
ment, or Group basis — with Provident’s line of Non- 
Cancellable disability income contracts. We will be glad 
to send you full details. 


YOU HAVE SOLD YOUR CLIENT 
SHORT IF HE DOESN'T HAVE 
DISABILITY INSURANCE 


You owe it to your clients and prospects to explain the 
advantages of protection against the financial emergen- 
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replaced during these past five years, 
e Due to the number and rapidity of 
changes made, quite a lot of managers 
were appointed with insufficient ex- 
perience. 

e The company found that when a 
manager takes over an_ established 
branch there is a tendency to spend 
most of the time with the older or- 
ganization and neglect recruiting. 

e Since many of these changes in- 
volved a physical move, no file of co- 
operators had been created and there 
was a tendency to rely rather strongly 
on advertising, a method that had pro- 
duced a rather disproportionate share 
of recruits in previous years. 

e Studies indicated that there is a 
better retention and production per 
man on men coming from sources oth- 
er than advertising. 


To get managers on the right track, 
a 6-day co-operator campaign was held 
with weekly targets of number of co- 
operators seen and number of apti- 
tudes completed from  co-operator 
sources only. 

Mr. Pryde described a 4-way man- 
power campaign conducted four years 
ago. It included changes in the new- 
man salary sehedule, introduction of 
home office training schools for new 
men, special cash bonuses on men ap- 
pointed during a special 6-month pe- 
riod, and activity geared to aptitudes 
given and contracts completed during 
that period. 

Out of this campaign has evolved 
the system now used by Imperial of 
Canada, to set manpower targets each 
year for each manager, following it 
through every quarter with comments 
on business produced by new men, 
number of appointments, standing as 
far as manpower in force is concerned, 
and names of prospective men being 
considered. He described a follow-up 
through 3-day managers’ meetings 
where hiring techniques and recruit- 
ing were discussed. 

Among the factors helpful to recruit- 
ing Mr. Pryde listed home office 
schools, the recruiting manual, recruit- 
ing promotional material, a new orga- 
nization trophy, and a new man salary 
plan which meets the current price 
problem of hiring top-grade men. 

e 6 e 

In discussing his company’s cash new 
organization bonus, Mr. Pryde said it 
had been revised to emphasize recruit- 
ing by giving an early payoff to the 
manager for effort expended. 

On pre-contract training, he said 
that managers have been stimulated 
and encouraged to use as much pre- 
contract training as possible in every 
instance. 

Noting that blitz recruiting has been 
effective, he said this :is usually a re- 
cruiting team of two men moving in 
with the manager for. two or three 
weeks to help him ‘pinpoint his par- 
ticular. problem and show him how to 
solve it. 

Imperial advocates a system of time 
management for the manager and 
Mr:::Pryde said that about half the 
managers have cooperated in helping 
to evolve such a system. Through this, 
time. and: effort spent with the results 
of the group, the analysis and conclu- 
sions being very similar to time man- 
agement for the agent. 

He said that from a recruiting. stand- 
point, it is quite obvious the . time 
spent in recruiting and the effective- 
ness of this time is an important, part 
of the analysis. He suggested that this 
voluntary effort holds a lot of promise 
for the future in stepping up the ef- 
ficiency of managers generally. 

On supervision, Mr. Pryde said that 
priority has been given in agency 














Large | 
deni. an 
involves 
agents 
to sta: 
equal $ 
lenge w 
No age 


C 
220 Sou 











7 


November. 23, 1956 


LIFE INSURANCE EDITION 





‘We enmobionys late ahead 
with Poaikie Malia 


says June Denman, 
wife of R. Earl Den- 
man (The Gantz 
Agency, Cincinnati) 


“Even when Earl has 
had one of his best years, 
we both know that his 
next year can be even 
better. Pacific Mutual 
and progress are synon- 
ymous-and that inspires 
a man. For myself, 
there’s inspiration in 
knowing that Earl’s ca- 
reer is permanent.” 


June Denman’s hus- 
band is the current 
Pacific Mutual Pro- 
duction Champion 
and President of the 
Big Tree Club — the 
tenth time he has 
achieved these hon- 
ors in his 30-year 
career. 


LIFE INSURANCE COMPANY 
PACIF!C MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 
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visits to the development of proper 
attitudes and a sense of urgency on 
recruiting. 

Metropolitan Life’s well-rounded 
program encouraging managers to re- 
cruit was outlined by Glen J. Spahn, 
2nd vice-president. 

Mr. Spahn listed these ways the 
home office encourages recruiting from 
the standpoint of training. 

e A member of the company’s test re- 
search section addresses managers’ 
meetings at intervals on the proper 
use of tests and on improvements 
that have been made. 

e Most managers in the home office 
territories have attended a 1-week 
course in recruiting and_ selecting 
agents. ‘ 

e New managers attend a 2-week 
course in management after they have 
been managers six months or longer. 
A great part of a day is given to a 
thorough discussion of recruiting and 
e The subject is also covered in the 
company’s basic course for assistant 
managers and the course for new field 
training instructors. 

Commenting on an increase about 
a year ago in the starting salary, Mr. 
Spahn said this was done “in order to 
attract the kind of men we want.” 

Another recruiting aid he described 
as a handsome and practical illustrated 
brochure ... which explains the re- 
wards, duties, opportunities and re- 
sponsibilities of a Metropolitan agent. 

He observed that recruiting activi- 
ties get support from company officials 
all along the line. For example, the 
president, accompanied by the field 
vice-president has in the past 2% 
years held meetings with all managers 
and assistant managers in the United 
States and Canada. One of the subjects 
discussed is the importance of select- 
ing good men and giving them the 
training to represent our company and 
serve the public properly. They strive 
to emphasize that there are two ca- 
reers, one a career in selling, either 
as a debit agent or a Metropolitan in- 
surance consultant; the other a career 
in management. 

Earlier the speaker commented on 
the special recruiting situation of a 
combination company. 

“We add new agents when an open- 
ing occurs through promotion, trans- 
fer, retirement, etc. When a debit be- 
comes open we have to appraise the 
situation to determine whether, be- 
cause of its size, it should continue as 
is or whether there would be a greater 
opportunity for two agents to cover the 
market adequately because ‘it is be- 
yond the size that can be properly ser- 
viced by one agent. 

“In addition, just like all companies, 
there are new markets and new areas 
opening up, and populations are mov- 
ing. Of course, we keep alert through 
the manager and our research facili- 
ties, and when such opportunities be- 


come adequate we add agents or deb- 
(CONTINUED ON PAGE 12) 





Austin Managers Told of 


Objectionable Policies 


Special policies which are held ob- 
jectionable by many life agents were 
discussed by Ben P. Atkinson, Amer- 
ican General Life and past president 
of Texas Assn. of Life: Underwriters, 
at a meeting of Austin Life Managers 
Club. 

Mr. Atkinson listed as policies which 
agents objected to as those which give 
undue emphasis to dividends, those 
which relate the dividends to company 
dividends, and those which tie divi- 
dends into the mutual fund idea. He 
said that while these policies are not 
illegal, they lend themselvés to er- 
roneous ideas in the mind of the buy- 
er. 








Insurance in Force 
December 31, 1955... ...000000++$3,727,726,470 
December 31, 1954........2+++++$3,126,756,214 
1955 GAIN......$600,970,256 


AN ALL-TIME RECORD INCREASE! 





* T> our general agents and managers... 


ar producers in 48 states, Canada, Alaska 
and Hawaii... 


* To surplus writers we were privileged to serve... 
* To employees in the Home Office and service offices... 
* To all, an appreciative Company says, Thanks! 


P.§. For the Ten-Year Record 
December 31, 1945, insurance in force $539,436,117 


Continental 
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A National Life Insurance Institution 
310 South Michigan Avenue = Chicago 4, Illinois 
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Function and Values of Associations 


The modern association and its role 
In the economy was outlined by 
C. M. Mortensen, manager of the 
trade and professional association de- 
partment of U. S. Chamber of Com- 
merce, at the annual meeting in New 
York of National Assn. of Independent 
Insurers. In substance he said: 

The relationships between associa- 
tion and industry and between associa- 
tion and government are complex and 
subtle. Moreover, these relationships 
are in a constant process of change. 

The values in associations are clearly 
indicated by the fact that every indus- 
try and every profession has its own. 
Trade associations must be a good 
thing. If they were not, there would 
not be 12,000 of them flourishing in 
the U.S. today. There is an association 
for everybody and everything. 

If there is any single secret for the 
success of modern associations in this 
country it is undoubtedly due to the 
truth that there are some things two 
people can do better than one. It is the 
application of this’sound rule of co- 
operative action that makes our in- 
vestment of money and time in an as- 
sociation such a sound expenditure. 

How would any one business man 
like to face the prospect of having to 
keep up with state and federal legis- 
lation affecting his business, to keep 
informed of government regulations, 
to collect and evaluate credit informa- 
tion, to gather statistics, to conduct re- 
search and to produce trade shows and 
exhibits, all of his own? 

What else do associations do for their 
members? In a survey of more than 
600 associations made by the chamber 
a short time ago they found associa- 
tions reporting that they are engaged 
in more than 150 separate and distinct 
kinds of activities. The list started with 
accident prevention and wound up 
with world trade. 

Leading services in frequency with 
which they were reported are: Con- 
ventions and meetings, reported by 
97% of associations surveyed; publica- 
tions 94%, government relations 90%, 
publicity 84%, statistics 73%, legal 
services 71%, education 70, public 
service 62%, business standards 75%, 
advertising 57%, and employer-em- 
ploye relations 57%. 

These activities suggest that the role 
of modern associations is a vital one. 
But there are several other character- 
istics that are worth noting about these 
distinctive business organizations. 

For one thing they are truly demo- 
cratic in their operation. All members, 


large or small, customarily have the 
same voting strength, dues are based 
on ability to pay and membership is 
voluntary. 

Associations offer extra dividends to 
the small or medium sized firm be- 
cause it is the smaller firm that can 
benefit most from cooperative re- 
search, from statistical and economic 
information and from the pooling of 
ideas that come out of the sharing of 
business know-how. A sharing of trade 
secrets is a unique trait of the Ameri- 
can business man that is found no 
place else in the world today and the 
association is the medium that makes 
this sharing possible. 

What are the main jobs of the asso- 
ciation today? If it is anything at all it 
is the voice of your business. Through 
its legislative activities it represents 
you before governmental administra- 
tive agencies and before legislative 
bodies. Through its public relations 
programs it represents you before the 
public. Only through your association 
can you hope to tackle such difficult 
problems as the ever present threat of 
compulsory insurance for the uninsur- 
ed motorist. 

It is not too much to say that your 
association is the conscience of your 
business. 

Another big job your association 
must do is to act as the post graduate 
school for your business. It must be the 
forum for advanced management 
training for market research and for 
economic research. 

Perhaps most important of all is the 
role associations play in defending 
their industries against the encroach- 
ments of government. The French phi- 
losopher, Alexis de Tocqueville, put it 
this way: “An association for political. 
commercial, or manufacturing purpos- 
es, or even for those of science and 
literature, is a powerful and enlight- 
ened member of the community, which 
cannot be disposed of at pleasure or 
oppressed without remonstrance, and 
which, by defending its own rights 
against the encroachment of the gov- 
ernment, saves the common liberties 
of the country.” 

In the future, your association needs 
to put more emphasis on three things. 
They are: 

1. Acting as the voice of your busi- 
ness. Herein lies a great opportunity, 
for, as ‘Wright Patman said not too 
long ago, “There has never been a 
time in the history of this country 
when there was such a necessity for 


good orgnizations as today. People 
have realied more than ever before 
that in order to have a voice in the 
affairs of your government, it is nec- 
essary that you have your voice join 
in with hundreds of thousands of oth- 
ers, in order that your voice may be 
heard.” 

2. Taking a sabi interest in na- 
tional affairs. Associations need to rec- 
ognize that a sound fiscal policy and a 
sound federal tax system may well be 
more important than the immediate 
problems of any single industry. The 
same thing can be said about a sound 
system of social security and about an 
enlightened program of labor legisla- 
tion that protects the employer, the 
worker and the public. 

3. Last and most important—work- 
ing in the public interest. If associa- 
tions are to hold their key place in the 
economy, they must take the leader- 
ship in their industries and professions, 
in seeing that the public receives better 
information, better products, better 
services. 


PERSONALS 


Fred A. Waggoner, general agent at 
Lincoln, Neb.,for Central Standard Lifé¢, 
was elected to the Neraska unicam- 
eral legislature from the 20th district 
by a plurality of 12 votes. He had 12,- 
454 votes and his opponent, Mrs. Fern 
H. Orme, had 12,442 votes. Mr. Orme, 
who is wife of E. W. Orme, president 
and treasurer of United Ins. Co. of 
Lincoln, has indicated she may ask for 
an official recount. 











Henry S. Beers, president of Aetna 
Life companies, has been elected a life 
trustee of Trinity college in Hartford. 
Mr. Beers was graduated from the 
college in 1918. He was salutatorian of 
his class and was elected to Phi Beta 
Kappa there. 


Powell B. McHaney, president of 
General American Life, is heading the 
expansion drive of St. Louis Better 
Business Bureau. 


L. Douglas Meredith, executive vice- 
president and finance committee chair- 
man of National Life of Vermont, has 
been elected president of New Eng- 
land council. 


Rolla R. Hays Jr., general agent New 
England Mutual Life, was awarded the 
Heart and Torch plaque for service to 
the Heart Fund of Los Angeles County. 
Making the award was W. Thomas 
Craig, general agent Aetna Life and 
chairman of the Heart Fund steering 
committee, who praised Mr. Hays, say- 
ing: “Under his leadership as chair- 
man of the 1956 Heart Fund, Los An- 
geles County citizens contributed more 
than $820,000 toward medical] research, 
education and other community serv- 


ices aimed at reducing the toll of these 
diseases.” 

Robert B. Patrick, financial vice- 
president of Bankers Life of Iowa, ad- 
dressed a session of the mortgage 
study committee at the annual meet- 
ing in St. Louis of National Assn. of 
Real Estate Boards. 


CLYDE A. BERRYHILL, 63, gen- 
eral agent at Memphis for Pan-Amer- 
ican Life, died after a short illness. 

VERNE L. TICKNER, 67, founder of 
Great Eastern Mutual Life of Denver 
and president until ill health forced 
him to retire earlier this year, died 
after a long illness. He previously was 
active in founding United American 
Life of Denver and was its first pres- 
ident. 

JOHN G. BAUER, 75, who retired last 
February as vice-president of Capitol 
Life of Denver, died at his home in 
Denver after a heart attack. He joined 
the company in 1909 and was elected 


vice-president in 1947. He continued 
as a director until his death. 














Name Commissioner 
In S.D- to Complete 


Unexpired Term of Burg 


Don Mitchell, for 19 years on the 
staff of the South Dakota Insurance 
Department, was named commission- 
er this week to succeed George O. 
Burg, who resigned last summer. Mr. 
Mitchell has been acting commission- 
er since Mr. Burg’s resignation. He 
will fill out an unexpired term which 
ends next July 1. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Nov. 20, 1956 











Previous Current 
Week’s Bid Bid Asked 

Aetna Life .......ccecssceeeeeereeeee 176 176 179 
Beneficial Standard ........... 16% 16% £17 
Cal. -Western States .... 81 81 85 
Colonial Life ............04 a. 99 99 102 
Columbian National .............. 78 77 
Commonwealth Life ............ 21% 21% 
Connecticut General .... 253 248 
Continental Assurance 120 118 





Franklin Life .............. 
Great Southern Life 
Gulf Life 
Jefferson Standard .. 
Kansas City Life 
Life & Casualty 












Life Insurance Investors ... 13% 13% 
Lincoln National. ................ 219 214 
Missouri. .............000008 21 294 
National L. & A. ...... 88 85 
North American, Ill. 19% 19 

N.W. National Life .. 88 97 

Ohio State Life .......... 245 250 

Old Line Life ....... «. 60 60 
Southland Life ..... aoe). 90 
Southwestern Life 97 95 
Travelers ...... 5 10% ‘Tie 
United, Ill. . 23 22 23 
Leg Sia # cream 27% 27 28 
West Coast Life ......... 46 46 48 
Wisconsin National .............. 53 52 55 
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MDRT Meeting 
Year after Next 
to Be June 16-21 


The annual meeting of the Million 
Dollar Round Table year after next 
will take place 
June 16-21, 1958 
according to Wil- 
liam D. Davidson, 
vice-chairman of 
the 1957 Round 
Table. Mr. David- 
son, who is with 
Equitable Society 
at Chicago, will, if 
the usual progres- 
sion is followed, 
become chairman 
of the 1958 Round 
Table. 

Mr. Davidson explained that while 
the place for the 1958 meeting is not 
being announced at this time, the ex- 
ecutive committee felt it desirable to 
jnform those in the business, and par- 
ticularly life company home offices, of 
the 1958 meeting dates. By announc- 
ing the dates as far in advance as pos- 
sible, the executive committee hopes to 
avoid conflicts with dates of other 
meetings that MDRT members might 
be attending. 

As was announced about a year ago, 
the 1957 meeting will be held June 30- 
July 3. It will be at the Greenbrier 
hotel, White Sulphur Springs, W. Va. 
Howard D. Goldman, of Richmond, 
Virginia state general agent for North- 
western Mutual Life, is chairman of 
the 1957 Round Table. 





a . 
W. D. Davidson 





Urge 2% Premium Tax 
on Iowa Fraternals 


A tax study committee making rec- 
ommendations to the 1957 Iowa legis- 
lature has proposed that fraternal ben- 
efit associations be required to pay a 
2% premium tax cn new insurance 
sold over $2,000, with the first $2,000 
exempt from any tax. 

The committee proposed that fra- 
ternal associations be defined as non- 
profit organizations with dues-paying 
members and an active lodge system. 
An exemption on the premium tax also 
would be allowed on income spent for 
charitable or benevolent purposes. 

It also was proposed that mutual 


benefit burial associations be placed 
under insurance department supervi- 
sion and that the 2% premium tax be 
applied on all fees and assessments. 





Jury Frees Murphy, 
Others of Capital, 
United Charges 


A jury in Richland county court at 
Columbia, S.C., has found D, D. Mur- 
phy, former South Carolina commis- 
sioner and former president of Nation- 
al Assn. of Insurance Commissioner, 
and two insurance executives, George 
R. P. Farquhar and Bradley A. Layton 
not guilty of conspiracy to force the 
sale of Capital Life of Columbia to 
United of Chicago for $1 million less 
than it was worth. 

The judge had charged the jury that 
if it found Mr. Murphy guilty of mal- 
feasance in office it could find all three 
guilty of conspiracy, but if Mr. Murphy 
were imnocent of the malfeasance 
charge, it could not find the three 
guilty of conspiracy. On charges of 
giving a bribe, accepting a bribe and 
accepting extra compensation, the jury 
found the three not guilty. 

The state had charged the three with 
splitting an $80,000 fee paid by United 
for forcing the sale of Capital Life. O. 
T. Hogan, chairman of United, and 
Paul Temple of Chicago, were included 
in the charge, but South Carolina was 
unsuccessful in extraditing them. 

Mr. Farquhar in his appearance on 
the stand said that he had received a 
broker’s fee in connection with the 
sale. He testified that he had never 
talked to Mr. Murphy about Capital 
Life until after the sale was made. Al- 
so, former governor James F. Byrnes, 
who testified, denied that he ever had 
issued an ultimatum to Mr. Murphy 
that Capital Life be sold or placed in 
receivership. This was in reply to tes- 
timony by Lester L. Bates, former 
president of Capital Life and a candi- 
date for governor in 1950 and 1954. 


Gardiner Cut Not Harold's 


The picture in the Nov. 16 issue ac- 
companying the report on a talk made 
by Harold W. Gardiner, education 
and training director for Northwestern 
Mutual Life, was actually that of 
Harry Gardiner, who for many years 
was general agent for John Hancock 
in New York City. 




















Me 


GOLDEN 


JUBILEE 


NALU Steps Up Study 
of State Regulation 


of Blue Cross Plans 


WASHINGTON—To study the need 
for more effective regulation of Blue 
Cross-Blue Shield and similar plans 
by state insurance departments, Nation- 
al Assn. of Life Underwriters -has 
created a special subcommittee, head- 
ed by Joshua B. Glasser, general 


agent in Chicago for Continental As- 
surance. 

The subcommittee will report to the 
group committee at or before the 
NALU midyear meeting March 24-29 
at Roanoke. Harry -N. Phillips, Sun 
Life of Canada, Detroit, committee 
chairman, said the subcommittee will 
work closely with a similar subcom- 
mittee to be appointed by William E. 
North, manager of New York Life, 
Evanston, IIl., chairman of the NALU 
disability committee. 
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© The availability of a complete line of both Life Insurance and Accident & 
Health Insurance in the same Company is one reason our production records 
are at an all time high . . . and a big reason so many members of our Field 
Force are currently qualifying for the GOLDEN ANNIVERSARY JUBILEE to be 


celebrated at the Edgewater Beach Hotel, Chicago, 
September 4, 5, 6, 1957. 
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DRE 


AM COME TRuE : 


Groups of as few as 


25 Employees 


fan secure as much as 


$ 40,000.00: 
per individual, through 
Pilot Life's 
Special “20-40” 

Group Life Plan 
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A BREAK 





GROUP PROSPECTS 


GIVE YOUR 











For quick, efficient, friendly attention and 
service on your group business—for this sen- 
sationally new coverage or for any other 
basic group coverages—we invite you to con- 
tact Pilot's GROUP DIVISION / BOX P / 
GREENSBORO, N. C. 
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PILOT TO PROTECTION FOR OVER FIFTY 
YEARS /O. F. STAFFORD, PRESIDENT / 
GREENSBORO, NORTH CAROLINA. 




























For Christmas Give 
The Agent's Library of R&R Classics 


Few books convey so powerfully the eternal truth of 
fe insuv“n e it: emotional values. its economic strengths. 
Certain books do provide such stimulation and because 
of the permanence of their contribution to life insurance 
literature, deserve the title of Classic. We have combined 
3 such books in an attractive gift package: (1) The Logic 
of Life Insurance. (2) More Power To You, (3) 154 Mes- 
sages from Paul Speicher. 


For providing a continuous flow of sales philosophies, 
inspiration and sales ideas, these three books are classics 
in every sense of the word. Hard-bound, gold-stamped 
set, $8.75. Kromekote cover set, $4.25. Order promptly for 
pre-Christmas delivery. 








Tell Manpower Programs at LIAMA Meeting 


((CONTINUED FROM PAGE 9) 





its. Normal growth requires that our 
managers shall be alert at all times 
and anticipate the situation before an 
opening occurs. However, many of our 
most successful managers are con- 
stantly recruiting. They always take 
the attitude, “an opening may devel- 
op .’ Their interviews with 
possible candidates are conducted on 
this basis. That is what they tell their 
candidates and their centers of influ- 
ence.” 

Mr. Spahn pointed out that in addi- 
tion to home office activities in sup- 
port of recruiting, each of the 14 ter- 
ritories conducts certain activities of 
its own. 

He explained that in each territory 
the subject is regularly on the agenda 
at managers’ meetings and “is kept 
before managers at all times as a live 
and active subject.” 

With specific illustrations, he de- 
scribed the different approaches to re- 
cruiting that are found in different 
territories. Noting that territory prac- 
tices in his opinion can and should 
vary, he said: “We believe each ter- 
ritory must handle recruiting in its 
own way and as its own responsibility, 
according to its own local problems 
and modus operandi subject only to 
general company practice.” 


He concluded with the thought that 
the better managers by and large do 
a good job of recruiting with a mini- 
mum of assistance from the home of- 
fice. The manager is on the ground 
and it is his opportunity, as well as his 
responsibility, to recruit a better man 
than the one he is replacing, every 
time he fills an open debit. 

“If we had twice as many agents of 
the type we now have, we would sure 
do twice as much business,” Raymond 
C. Johnson, vice-president in charge 
of agency affairs, of New York Life, 
said. 

Expanding on this theme, Mr. John- 
son stated his belief that if his com- 
pany is to realize its full potential, 
more salesmen must be recruited. New 
York Life is moving in this direction, 
he said, and “we like to think of our- 
selves as ‘a recruiting company.’” To 


substantiate this, he cited figures 
showing that the company’s new 
agents recruited during 1954, 1955 


and 1956 will pay for $625 million of 
new ordinary business this year, in 
addition to their group and A&S sales. 

New York Life’s objective is to keep 
its sales and size growing at a faster 
rate than the economy. Mr. Johnson 
said the only way he knows to do this 
is by adding more retail sales outlets, 
as it were... by increasing the num- 
ber of full time, career agents. 


e oe e 


To recruit successfully, a company 
and everyone in it must have a positive 
attitude and a crusading spirit about 
recruiting. He stressed the fact that 
sound recruiting is the only road to 
sound growth. Emphasizing that re- 
cruiting is in no way an impossible 
job, Mr. Johnson said there are thou- 
sands of men and women working at 
other jobs today who would be hap- 
pier and make more money as agents. 

Observing that recruiting is a never 
<ending job of promotion and stimula- 
tion from the home office to the man- 
ager, Mr. Johnson listed various ways 
New York Life motivates field man- 
agement to recruit. 

e “We relate compensation to recruit- 
ing results. More than one-fourth of 
our managers’ income can come from 





———, 


recruiting; one-half of the assistant 
managers’ income. 

e “We fix responsibility. The manag. 
er has the over-all responsibility. The 
assistant manager’s job is entirely 
limited to recruiting and training with 
about 75% of his time allocated to re- 
cruiting. 


e “We provide free time for recruit. | 


ing. Every company office has a sala- 
ried man whose sole responsibility is 
training. This frees the manager and 
assistant manager for recruiting actiy- 


ity. Since no New York Life agency | 


man can accept commissions for sell- 
ing, he can only succeed as the men 
he appoints succeed. 

e “We give recognition. Our quarterly 
report to the field features the per- 
sonal recruiting records of leading 
managers and assistant managers. At 
our annual managers’ meeting, an en- 
tire afternoon is devoted to recogniz- 
ing leaders in various categories with 
the greatest emphasis on career re. 
cruiting results. The president’s trophy 
is awarded to the agency man who has 
the best personal record in agency 
building over a 2-year period. In de- 
termining this record, only successful 
agents who give evidence of being per- 
manent are counted. 

e “We train to recruit. Much of 
the company’s 2-volume management 
training course is concerned with re. 
cruiting. Special field and office proj- 
ects on recruiting are assigned to the 
management trainee. In our _ schoels 
and conferences we feature recruiting 
as the ‘No. 1 job. 

e “We promote recruiters: No New 
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THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California 
Seuthern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies | 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 














BOWLES, ANDREWS & TOWNE 
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Insurance Company 
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ACTUARIAL COMPUTING 
SERVICE, INC. 

684 West Peachtree 

Street, N. W., Atlanta 8, 

Georgia, Telephone 








TRinity 5-6727. 


— 





MANAGEMENT || 2 





Noven 








York L 
become 
ager ca 
executi 
point t 
career 

e “We 
ployees 
awards 
sequent 
+ accordi 
sion ea 
eo “We 
| ing can 
| meeting 
j ers can 
| their o 
sistant | 
agent p 
filling | 


e “We 
division 
cruiting 
such as 
daily té 
about c 
© ing to « 
aman. 
/ under « 
» times. 
e “All 
| Every c 
) soon lez 
cess is 
sults. H 
ingly or 
agent— 
agency 
Mr. J 
| urges m 
as talen 
cipal jol 








erages { 
much vi 
nor is i 
dividual 
degree 
ages,” s 
Obvio 
cal vari 
riation i 
3 or 4 | 
for diffe 
other m 
modific 
premiun 
Similé 
of costs 
might b 
differen 
proach, 
ready u 
lower de 
income 





‘Delik 
with dec 
ness or | 
advice 
Royal L 

Inap 
writing 
posited 
derwriti: 
understa 
what w: 
of the bi 
} of lines 
ducer ar 
that al] 
central | 
fice,” he 

Callin; 
most ess 
stated tk 
detailed 
) Sary for 
| tant abc 
_ physical 

















aoa 





Movember 23,: 1956 


LIFE INSURANCE EDITION 


13 





York Life assistant manager can ever 
become a manager ... and no man- 
ager can become a field or home office 
executive unless and until he can 
point to a superior record of inducting 
career men. 

e “We reward nominators. Office em- 
ployees and agents are eligible for cash 
awards for recommending people sub- 
sequently contracted. They are paid 
according to the appointee’s commis- 


| sion earnings. 


e “We motivate with annual recruit- 
ing campaigns. Our national managers 


| meeting is by invitation only. Manag- 


ers can win an invitation by fulfilling 


| their office recruiting allotment. As- 
| sistant managers can win invitations to 


agent production club meetings by ful- 
filling their recruiting allotments. 

e “We fix performance goals. Our 13 
divisional field officers encourage re- 
cruiting by performance standards 
such as three Aptitude Indexes a week, 
daily talking to three high-type men 
about coming into the business, talk- 
ing to centers of influence, recruiting 
aman a month, having six new men 
under contract and in training at all 


’ times. 


e “All realize the job to be done. 
Every company agency man knows or 
soon learns that his only road to suc- 
cess is through sound recruiting re- 
sults. He accepts this gladly and will- 
ingly or soon returns to the field as an 
agent—better for his experience in 


' agency work.” 


; 


Mr. Johnson said that New York Life 


| urges managers to think of themselves 


' as talent scouts. . 


- men whose prin- 


cipal job is to look for sales talent. 








| 








| Faulkner Cites Role 


Underwriters Play 

(CONTINUED FROM PAGE 6) 
erages to be very specific about how 
much variation will occur in our costs, 


' nor is it possible to assume that in- 


dividual policies will show the same 
degree of variation as group cover- 
ages,” said Mr. Walker. 

Obviously the answer to geographi- 
cal variations is a straightforward va- 
riation in premium rates; that is, using 
3 or 4 or 5 different premium scales 
for different parts of the country. An- 
other method might be to use benefit 
modifications either with or without 
premium variations. 

Similarly, with respect to variation 


L of costs with income, a good approach 


might be different premium scales for 
different income brackets. Another ap- 
proach, which many companies are al- 
ready using, is to prohibit the sale of 
lower deductible amounts to the higher 
income groups. 


“Deliberate with caution, but act 
with decision; and yield with gracious- 
ness or oppose with firmness” was the 
advice offered by Robert E. Ryan of 
Royal Liverpool. 

In a practical approach to the under- 
writing of major medical, Mr. Ryan 
posited careful and conservative un- 
derwriting coupled with a clear-cut 
understanding of the field force of 
what was required in the production 
of the business. “If there is no crossing 


} of lines between service to the pro- 


ducer and underwriting, I recommend 
that al] underwriting be done at a 
central point preferably the head of- 
fice,” he said. 

Calling the application form “the 
most essential document,” he further 
stated that it should contain as many 
detailed questions as deemed neces- 
Sary for sound underwriting. Impor- 
tant above all were the qustions on 
| Physical condition and the answers 


they elicited that should be supple- 
mented with attending physicians’ 
statements of case histories and hos- 
pital records of prior confinements. 

With a warning to be wary of the 
periodic or annual checkup without a 
statement of findings, Mr. Ryan set 
down his guide to major medical un- 
derwriting: “Avoid selection by in- 
sisting that all eligible family mem- 
bers be insured. Be keenly alert to cost 
factors within the family. Determine 
by some means the gross family in- 
come from all sources. If consistent 
with your mode of operation, obtain a 
written statement giving an estimate 
of such income during the 12 months 
preciding the date of solicitation. Cred- 
it reports can be a useful addition in 
this and other respects.” 

Claim climate has a top priority for 
modern accident and health claim ad- 
ministration today, according to Ken- 
neth C. Berry of Kemper group. 

Describing “claim climate” as an at- 
titude jointly created by the industry, 
the separate companies, the individual 
claim manager, and the claim person- 
nel that deals with policyholders, Mr. 
Berry went on to speak of the person- 
nal role to be played in the formation 
of this right attitude. “While we can- 
not change the amounts payable and 
coverage provided by written con 
tract,” he stated, “we can concentrate 
our efforts towards changing the con- 
ditions or climate under which fixed 
contractual payments will be made.” 


In the over-all consideration of A&S 
claim problems Mr. Berry elsewhere 
summarized his claim climate in the 
recommendation that all decisions 
made on payment or denial of claims 
should be to the credit of each as in- 
dividuals, to the respective company as 
writers of A&S insurance, and to the 
entire business as a decision represen- 
tative of insurance. 

While major medical insurance is 
looked upon as one of the most vital, 


growing and important coverages in | 


the insurance field today, it is also one 
of the most controversial subjects in 
the business, according to Standford 
Miller, vice-president of Employers Re. 

Mr. Miller based his remarks on a 
number of unresolved answers to un- 
derwriting, rating and policy coverage 
questions connected with this compar- 
atively new type of health insurance, 
particularly at renewal time. As an ex- 
ample, he brought up the moral risk 
problem presented by the drunken dri- 
ver who is more likely to be involved 
in a serious automobile accident. “In 
view of the frequency of special auto- 
mobile covers, there is more likely to 
be a duplication of blanket medical 
coverage in the case of automobile ac- 
cidents than in the case of other ac- 
cidents,” Mr. Miller noted. 

He also mentioned the problem of 
the individual who has been found to 


be a narcotic addict. Some major med- 
ical policies exclude coverage on nar- 
cotic addiction but even in such cases, 
where coverage is provided, there are 
many types of losses and preblems that 
can be developed in continued cover- 
age on the addict. Is the addict dang- 
erous as a risk for reasons in addition 
to the problems directly arising from 
his addiction? 
e * * 

The A&S business needs another 
word or phrase to cover the meaning of 
“moral hazard,” A. B. Hvale, assistant 
secretary of Continental Casualty, said 
in a panel discussion on moral risks. 

“The generally accepted connotation 
implied by ‘moral’ is a personal dis- 
honesty, immorality, unreliability. 
While we understand these factors to 
be involved in some of the cases, the 
hazard may exist without any such 
personal disqualification,” said Mr. 
Hvale. The interpretation of moral 
hazard has to do with a generic cate- 
gory of risks and not with any _ par- 
ticular individual insured, he added. 


Consequently, some phrase omitting 
the word “moral” would enable insur- 
ers to get along better with claimants, 
and would save company representa- 
tives from the explanation that the 
claiamnt was not being considered as 
immoral. 

Underwriting the moral risk aspects 
of new A&S business includes more - 
appraisals than may normally meet the 
eye, said Robert S. Schoonmaker Jr., 
secretary of A&S of. Berkshire Life, in 
a panel discussion on moral risk prob- 
lems. 

“While you may say this does not 
have too great a bearing on morals, I 
submit to you that an applicant’s fi- 
nancial picture is of primary impor- 
tance to his stability as a policyholder. 
The purpose of a participation limit 
is to protect the company against his 
which offers a financial incentive for 
him to become or to remain disabled. 
Let’s use real discretion in the admin- 
istration of these principles that should 
be so very well known to us,” added 
Mr. Sehoonmaker. 
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OUR PLATFORM IS STACKED WITH MONEY! 


if you are looking for a Real Deal, then vote yourself into an agency of 
your own. The planks of our platform include a lucrative general agent's 
contract offering liberal commissions, retirement benefits, a rate book filled 
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COMPANY & AGENCY CHANGES 





Aetna Life 


Murray Waters will retire as vice- 
president, effective Jan. 31. He started 
with the company in 1933 as manager 
of the mortgage loan department. He 
has served as chairman of the building 
committee, which has been responsi- 
ble for the planning of the new wing 
now being built on the home office. He 
is a member of the national agricul- 
tural credit committee and formerly 
was on the Connecticut advisory com- 
mittee of Home Owners Loan Corp. 


Home Life of N. Y. 


Louis Mey Jr. has been appointed 
district group representative at New 
Orleans. He was formerly assistant 
regional group manager at New Or- 
leans for Occidental Life and before 
that was brokerage manager there for 
Continental Casualty. 

Ohio State Life 

Jack W. Currie, who has been with 
Columbus Mutual Life more than eight 
years, has been appointed sales pro- 
motion and advertising director of Ohio 
State Life. He had been sales promo- 


tion director of Columbus Mutual since 
1952. He also edited Log, the 
agent’s magazine of Columbus Mutual 
which received top honors in 1955 at 
the Life Insurance Advertisers annual 
meeting in New York. For Ohio State 
he will create sales presentation ma- 
terial and edit the company’s field 
magazine, Oslico. 


Teachers and CREF 


Edward S. Mason, dean of Harvard 
university’s graduate school of public 
administration, has been elected a trus- 
tee of Teachers. Sarah G. Blanding, 
president of Vassar college, and Roger 
F. Murray, adjunct professor of finance 
and associate dean of Columbia uni- 
versity’s graduate school of business, 
have been elected trustees of CREF. 


Jefferson National 


James M. Donohoo, formerly assist- 
ant agency director, has been named 
personnel manager and director of pu- 
lic relations; Burl Miller, now in his 
fifth year with the company, will head 
the newly formed policyowners’ service 
department, and Irvin L. Clampitt of 
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the underwriting and service depart- 
ment has been named district agent 
in the Indianapolis area under general 
agent Dave Reeves. Before joining Jef- 
ferson National, Mr. Donohoo was a 
brokerage manager for Occidental Life 
of California and a field supervisor 
for American Reserve of Omaha. Mr. 
Miller started with Jefferson National 
in the agency department and later 
was in the personnel department. 


Union Central Life 


Harry J. Ryan, manager at Daven- 
port, has been named to a sales super- 
visory post at the home office. Another 
home office appointment is that of 
Harrison P. Warrener, assistant vice- 
president and with Union Central’s 
agency department since 1943, who has 
assumed new duties in the home office 
operations department. In his new job 
Mr. Warrener will be in charge of mail 
and files bureau, service bureau, rec- 
ords preservation division and commu- 
nications. These tasks were formerly 
under the supervision of assistant vice- 
president Marshall C. Hunt, who since 
late this summer also has been serving 
as assistant secretary and who, in ad- 
dition to the duties of his new office, 
will continue to handle public relations 
matters and other functions in the 
home office operations department. 

Mr. Ryan, who has been manager in 
Davenport since 1953, will now assist 
Harold P. Winter, agency vice-presi- 
dent. Before going with Union Central, 
Mr. Ryan was in the life business for 
five years in Dubuque and Des Moines, 
Ta. 


Occidental of California 


Richard J. Farrell, who joined Oc- 
cidental this year as editor of Group 
News and publicity assistant has been 
named acting editor of Pulse, the com- 
pany’s field publication. Nancy S. Mc- 
Ginnis, for the past five years editor 
of a publication for a Minneapolis de- 
partment store, has joined the com- 
pany to edit its internal house organ, 
Incidentals. Carlton E. Gustafson, for- 
merly manager and editor of a weekly 
newspaper at Curtis, Neb., has joined 
the Occidental staff as editor of Grant 
News. 


Phoenix Mutual 


Lyndes B. Stone, vice-president 
succeeding Charles W. Gross, who is 
retiring. He started with Phoenix Mu- 
tual in 1931 in the legal department, 
becoming head of the mortgage loan 
division in 1936. 


Commonwealth Life 


Robert K. Lawrence has been ap- 
pointed assistant actuary. A native of 
and a graduate of the University of 
Manitoba, Mr. Lawrence formerly was 
with Northern Life of Canada. He is 
an associate of Society of Actuaries. 


Minnesota Mutual Life 


Lamont Johnson has been appointed 
manager of the company’s San Diego 
agency. He will be replaced as manag- 
er of the Spokane agency by Delmar D. 
Brown, formerly supervisor there. Mr. 
Johnson joined the company in 1950 
and was appointed supervisor in 1954. 


American United Life 

Fred DeBartolo has joined the home 
office staff as assistant actuary. An 
associate of the Society of Actuaries 
since 1954, Mr. DeBartolo has 16 years 
of experience in actuarial and under- 
writing work. In his new position, he 
will deal primarily with the actuarial 
aspects of reinsurance, 


Mutual of New York 


Leonard Stiller has joined the sales 
staff at the home office to undergo 
special managerial training. He has 
been manager of Penn Mutual at San 
Francisco for two years. 


Prudential 


Frank G. Wilson, with Prudential 


. since 1954 at Boise, Ida., has been 


named to head the agency there. 


Bankers of Nebraska 
Philip G. Biard has been appointed 


general agent at Springfield, Ill. He 
has been in insurance since 1951 and 
has both sales and supervisory exper. 
ience. 


Cal-Western States 


Six new agencies have been estab- 
lished and new managers have been 
appointed at two existing agencies. In- 
cluded in the roster of new Cal-West- 
ern agencies are the Southern Oregon 
agency at Eugene, and second agencies 
each at San Francisco and at the home 
office city of Sacramento. Designation 
of the latter two agencies are the Gold- 
en Gate agency and Suburban Sacra- 
mento. 

Three other California cities, Bak- 
ersfield, Pomona and San Bernardino, 
which were formerly sub-agencies of 
Fresno, Los Angeles, and Pasadena, 


respectively, have been given full 


agency status. 

J. Bernard Thompson = has_ been 
named manager of the Southern Ore- 
gon agency. He joined Cal-Western in 
1951 and has been assistant manager 
of the company’s Southern California 
agency at Chico. John E. Curley has 
been named manager of the Golden 
Gate agency. For the past 10 years he 
has been with Equitable Life of Iowa, 
Gould C. Norton, with Cal-Western 
since 1949 and assistant manager at 
Sacramento for the last three years, 
has been named manager of the new 
Suburban Sacramento office. New 
managers of the Bakersfield, Pomona, 
and Bernardino agencies are Earl E, 
Beck, Jack C. Hammer and Venn VW. 
Botts, respectively. All three of these 
new management men were promoted 
from assistant managers of the former 
sub-agencies in those same cities. 

Harold J. Foshaug and Cecil Mitch- 
ell were appointed managers of Cal- 
Western’s existing agencies in Tacoma 
and Houston, respectively. Mr. Fosh- 
aug, who joined the company in 1948 
and has been assistant manager at 
Oakland, replaces Stanley Groff who 
resigned. Mr. Mitchell has been in in- 
surance since 1946 and with Southland 
Life for eight years. Since 1954 he has 
been a home office supervisor for 
American General Life. 


Great-West Life 


Five new appointments in the field 
force have been made. J. S. Cameron 
and A. D. Ramsay have appointed su- 
pervisors at the Winnipeg branch. D. 
A. Nablo has been named a supervisor 
at the northern Alberta branch in Ed- 
monton. R. G. Wagner has been ap- 
pointed supervisor at the North Da- 
kota branch in Fargo and W. H. Wilson 
has been named group supervisor at 
Portland, Ore. Mr. Cameron and Mr. 
Ramsay joined the company in 1952 at 
Winnipeg. Mr. Nablo joined Great- 
West in 1953 at Victoria. 


Connecticut General Life 


Steven L. Babits has been named 
assistant group manager of a new of- 
fice at 41st street in New York. Ben 
W. Hunter and Harry B. Moorhouse 
III have been appointed group service 
representatives at the Charlotte, N.C., 
brokerage agency. Previously, Mr. Bab- 
its has been a group representative of 
Connecticut General at New York. 


Aetna Life 


3. N. Dieman has been named gen- 
eral agent at Newark, effective Dec. 1. 
He joined the company in 1938, served 
as home office group department re- 
presentative at Newark and, for the 
last seven years, has been group de- 
partment manager at New York. 

John C. Curtis has been appointed 
assistant general agent at Houston, ef- 
fective Nov. 30..He joined Aetna Life 
at Houston in 1953, advancing to su- 
pervisor. For the last year he has been 
at the home office as an agency assist- 
ant and instructor in the training 
school. 


Union Mutual Life 

W. R. Kelley Co., investment bank- 
ers, with E. F. Herbert Jr., as insut- 
ance manager, will represent Union 
Mutual at Washington, Clarence 
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Mykland becomes life department man- 
ager for Seattle. Joseph T. Maloney Jr. 
has been named manager of a new 
Covington, Ky., district agency. James 
A. Lynch Jr., of the Boston agency, 
has been appointed group sales and 
service representative there. Mr. Her- 
bert has been an underwriter for 
Standard Accident at Cleveland and 
Detrit. Mr. Mykland has been with 
Equitable Society at Tacoma, and West 
Coast Life and Great-West Life at 
Seattle. Mr. Maloney has been an agent 
for Liberty Mutual and Manufacturers 
& Merchants Indemnity. Mr. Lynch has 
been with the company three years. 


Occidental Life of Cal. 


Walter B. Wenrick, agent in Colum- 
bus, O. since April has been named as- 
sistant manager of the company’s 
branch there. Prior to joining Occi- 
dental, he was an agent in Columbus 
for five years. 

Russell D. Morgan has been appoint- 
ed assistant brokerage manager in 
Columbus, where he has been in sales 
and underwriting for six years. 

Two promotions in the company’s 
group offices. Ray D. Mullen has been 
promoted to assistant regional group 
manager and will be in charge of the 
Tulsa group office. With Occidental 
since 1954. Mr. Mullen was transferred 
to Tulsa from Dallas. Albin J. Tercek 
has been appointed associate regional 
group manager in Cleveland. He has 
been with the company since 1951. 

John G. Holden, former agent in 
Chicago for Equitable Society, has been 
named brokerage manager in Evanston, 
Ill. He joined his former company in 
1952 after two year’s experience as a 
claims adjuster for Lumberman’s Mu- 
tual Casualty. 


Lincoln National 


Joseph S. Bomba has been appoint- 
ed supervisor in the Lotito agency of 
Lincoln National at Chicago, succeed- 
ing C. F. Koukup who has been named 
a general agent for the company at 
Chicago. Mr. Bomba joined the com- 
pany in 1955. 


New England Life 


William B. Davidson has been ap- 
pointed district group manager at Chi- 
cago, effective Dec. 1. He joined New 
England Life in 1953 as a district group 
representative at New York, after serv- 
ing as a home office representative 
there for State Mutual. 


RECORDS 


BANKERS NATIONAL LIFE—The 
largest single day of ordinary produc- 
tion has been recorded, with the field 
force for the first time sending more 
than $1 million to the home office. 

The field force is staging a special 
drive in November to extend a “wel- 
come home”’ to President Ralph Louns- 
bury when he returns Dec. 3 from a 
tour of South America. He spent a 
week in Buenos Aires where he was a 
delegate to the hemispheric insurance 
conference and was chairman of a dis- 
cussion group dealing with medical 
science as applied to life and A&S un- 
derwriting. 


_ MANUFACTURERS LIFE—T he 
field organization in the U. S. turned 
in a record month in October, with 
paid business up 87% and issued busi- 
ness at a new high. The occasion was 
“Kinch month,” honoring Alfred Kinch, 
agency vice-president, who marked 
his 65th birthday in October. The in- 
dividual award for highest paid vol- 
ume went to John R. Barnes, Los An- 
geles, who sold $362,000 in the month. 
Los Angeles won the branch office 
award for highest paid volume, with 
$2,442,000. San Francisco, which paid 
for’ 400% of its allotment, won the al- 
lotment award. Saginaw placed 17 
men on the personal honor roll to win 
the award in that category. Special 
awards went to Newark and Pitts- 
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burgh for selling more than $1 million 
and to Washington, D. C., Baltimore, 
Minneapolis, Cleveland and Detroit for 
exceeding 250% of their allotment. 
AETNA LIFE—A record $144 mil- 
lion of life insurance was sold in the 
annual October “app scrap” campaign. 
Divisional winners, general agencies 
which made the greatest increases over 
their assigned volume, were Shepard 
in Hartford, Plaisted in Portland, Ore., 
Wilson in Tacoma and Roberson in 
Lubbock, Tex. The Edwards agency at 
Chicago led in volume with $7,880,000. 
Agencies which produced more than 
$4 million were Chapman in Cleve- 
land, Babcock in Philadelphia, Hill in 
Toledo, Holt in Houston, Craig in Los 
Angeles and McMahon in Detroit. 
MUTUAL BENEFIT LIFE—Life in- 
surance sales in October totaled $88,- 
383,443, the largest volume ever sup- 
mitted in any month. The previous 
high was reached in October, 1955, 
when $84,314,864 was sold. The new 
record was achieved in the annual 1- 
month campaign known as “the duel,” 
which had a $72 million quota. The 
Earls agency in Cincinnati led with 
$4,744,795 of submitted business. Other 
leading agencies were Otto in Detroit 
with $4,037,387, McDougall in Cleve- 
land with $3,84,402, Cook in Chicago 
with $3,623,762, Rosenbaum at New 
York with $3,552,500 and Murrell in 
Los Angeles with $3,442,750. Five 
agencies submitted over $2 milion and 
21 sold more than $1 million. The An- 
dersen agency in Chicago and the 
Griffin agency in Elgin tripled their 
quotas. Nine agencies doubled their 
quotas and 57 exceeded their quotas. 


AMERICAN NATIONAL—The field 
force wrote a record of $110,039,214 of 
new business during the 60 day drive 
in September and October in honor of 
executive vice-president W. L. Vogler. 
Both ordinary and combination con- 
tributed to the record. This total is in 
addition to the large gains in business 
from the credit life and A&S depart- 
ment. Mr. Vogler, who is held in high 
esteem by the field force, rose to his 
position from the field. He has been at 
the home office since 1945 and execu- 
tive vice-president since 1947. Insur- 
ance in force at the end of September 
has risen to in excess of $3,500,000,000. 

MUTUAL OF NEW YORK—The 
Myer agency led the company in sub- 
mitted life and A&S business in Octo- 
ber with $3,711,431. Company-wide ap- 
plications for insurance totaled $134,- 
355,642 in October, a record for any 
month. Other leading agencies in Oc- 
tober were Moats in Chicago, Hodgkin- 
son in San Diego, Rowlands in Pasa- 
dena, Meehan in Boston, Hood in Port- 
land, Ore., Funnell in Spokane, Lake 
in New Orleans, the Bishop unit in St. 
Paul and Hay in San Francisco. 

MAGINNIS & ASSOCIATES agency 
at Chicago of North American Life & 
Accident, submitted the greatest volume 
of life business ever received by the 
company from a single agency in a 
one month’s period. The new agency 
record was set in October and came as 
a result of the company’s annual pro- 
duction contest for possession of its 
life trophy, emblematic of top produc- 
tion in the life field. 








FTC Denies Dismissal 
Motions by Mutual of 
N. Y., Mass. Bonding 


Federal Trade Commission has de- 
nied motions by Mutual of New York 
and Massachusetts Bonding for sus- 
pension of deceptive A&S advertising 
charges against them. 

The companies argued for suspen- 
sion of the complaints on the grounds 
that they had suscribed to FTC’s new 
trade practice rules and were comply- 
ing with the rules in their advertising. 

FTC turned down the motion on 
grounds that the companies continued 
throughout. the proceedings to chal- 
lenge FTC’s jurisdiction tinder public 
law 15, and that they maintained cate- 


gorically that the advertising in ques- 
tion was not false and misleading. FTC 
said the companies were in the position 
of agreeing to comply with trade prac- 
tice rules which they believe are with- 
out force and of refraining form using 
advertising representations which they 
believe they have a legal right to make. 

Both cases were referred to Exam- 
iner Laughlin for hearings. The com- 
mission’s vote in both cases was 4-0, 
with Commissioner Tait, recently ap- 
pointed, not participating. 





Berry of Colorqdo 
Appoints 2 to Staff 


Commissioner Beery of Colorado has 
appointed William A. Robertson to 
staff as legal counsel, replacing Joseph 
C. Sampson who retired last June. Also 
added to the staff was Robert D. Bal- 
zano as examiner. Mr. Robertson is a 
law graduate from the University of 
Denver and has been practicing law in 
Denver. Mr. Balzano has been with the 
Colorado department of employment 
security and later with the Colorado 
state highway department. 





ICT Cos. Sell Natl. Bankers Stock 


ICT and ICT Life of Dallas have sold 
their stock holdings in National Bank- 
ers Life of Dallas to Chairman. Pierce 
P. Brooks of National Bankers. Presi- 
dent James G. Gage of ICT said his 
company has halted discussions with 
prospective buyers of ICT as a result 
of the stock sale. 


Drops Inter-Ocean 
Charges, Says State 
Regulates Its Ads 


Loren H. Laughlin, Federal Trade 
Commission examiner, has dismissed 
charges of Inter-Ocean misrepresent- 
ing its A&S coverage, on the ground 
that the Indiana insurance commis- 
sioner already specifically regulates 
the company’s advertising practices. 

Thus the Indiana department has 
accomplished what FTC proposed to do 
and for FTC to go ahead would be like 
beating a dead horse with the only ef- 
fort to ruin the commercial value of 
its hide. FTC had charged the Cincin- 
nati insurer with misrepresenting dur- 
ation, number of disabilities covered, 
and surgical payment. 





Teachers Visit Hancock Offices 


President Paul F. Clark of John Han- 
cock was general chairman for busi- 
ness-education day in Boston and 
greeted 5,000 public and _ parochial 
school teachers at Boston arena. 

Twenty-five teachers visited the 
John Hancock home office and two 
smaller groups visited the Pitcher and 
Bobst general agencies as part of a 
demonstration of how business oper- 
ates. Clyde Gay, administrative 
vice-president, reviewed the role of 
insurance in the economy prior to a 
tour of the home office. 

William H. Eastman, personnel di- 
rector, and Byron K. Elliott, executive 
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Premium Payer Test 


Objections Raised 
(CONTINUED FROM PAGE 1) 

included in the estate of the assignor 
to prevent avoidance of estate taxes 
is equally fallacious,” he declared. He 
pointed out that the Supreme Court 
“has squarely held that Congress can- 
not validly create a conclusive pre- 
sumption that a transfer is made to 
avoid estate taxes.” 

Mr. Magovern stated that the pre- 
mium payment test discriminates 
against life insurance in favor of other 
forms of property. “No other form of 
property is subjected to the estate tax 
when the decedent does not own such 
property nor any interest therein on 
his death,”’ he said. 

Moreover, the premium payment 
test discriminates in favor of large 
estates. Mr. Magovern pointed out that 
two policyholders who gave their pol- 
icies to their wives would fare dif- 
ferently under the estate tax laws if 
one of them has a wife who is finan- 
cially able to pay premiums from her 
own funds or if he is able to give her 
additional property producing enough 
income to pay them, instead of paying 
the premiums himself. “The more af- 
fluent policyholder has the decided 
advantage,” he said, because he does 
not pay the premiums and therefore 
the premium payment test making the 
proceeds of the policy subject to es- 
tate taxes cannot be applied. 

e es e 

The premium payment test discrim- 
inates against small business, Mr. Ma- 
govern continued. 

“The owner of a small business sel- 
dom has sufficient liquid assets to 
provide fer the continued operation of 
his business after the imposition of 
the expenses arising at death,” he 
said. “If the premium payment test 
should be restored, however, the use 
of life insurance by the small business 
man for the continuation of his busi- 
ness would involve substantial addi- 
tional expense. This is so because it 
denies to the small business man, 
without securities or other property, 
the right to arrange for the acquisi- 
tion by his family of insurance on his 
life without subjecting it to taxation 
in his estate.” 

Mr. Magovern said it was for these 
reasons that the senate special com- 
mittee to study problems of small bus- 
iness recommended that life insurance 
should be given the same estate tax 
treatment as any other form of prop- 
erty. 


Restoration of the premium-pay- 
ment test would add to the confusion 
already existing in applying the estate 
tax to life insurance, he continued. He 
pointed out that revisions of business 
and estate life insurance programs 
were necessary two. years -ago when 
the test was eliminated by congress 
and would again be necessary if the 
test were reenacted in whole or in 
part. 

“Planning of both business and es- 
tates require reasonable stability and 
continuity in our tax laws,” he said. 
“Frequent changes in the law in this 
complicated area hinder such plan- 
ning.” 

Finally, Mr. Magovern said the pre- 
mium payment test is of doubtful le- 
gality and raises serious constitutional 
questions. He pointed out that a fed- 
eral court appeals opinion “squarely 
holds that an estate tax on proceeds of 
an insurance policy unconditionally 
transferred before death is unconsti- 
tutional as a direct tax” and that “no 





Supreme Court case indicates other- 
wise.” : 

“The life insurance eompanies are 
opposed to the premium payment test 
and to the Treasury proposal which 
contains its essential features. The 
only proper test for the inclusion of 
insurance proceeds in gross estate is 
the same test which applies to all 
other types of property, the incidents 
of ownership test. We urge that your 
subcommittee report unfavorably on 
the proposal to include a premium 
payment test in- the estate tax provi- 
sions of the internal revenue code,” 
he said. 


NW National Board 
Against Stock Sale 


(CONTINUED FROM PAGE 1) 
ton, a director of Northwestern who 
is in favor of selling to Great South- 
ern, will be in violation of the wishes 
of the board if it continues to promote 
or negotiate the proposed sale. Mr. 
Houston also is a vice-president of 
Dallas Union Securities, the agent for 
Great Southern. It has been reported 
that he is about the only member of 
Northwestern’s 16-man board who is 
in favor of selling. 

However, Northwestern National 
has agreed to, and already has sup- 
plied Dallas Union Securities with a 
mailing list of its stockholders, and it 
is expected that all Northwestern 
stockholders will receive notification 
of the offer soon if they already 
haven’t. 

It has been explained that if Great 
Southern were to buy control of 
Northwestern stock, it would not nec- 
essarily assure it control of North- 
western as a company since it is part 
stock and part mutual, with both 
stockholders and mutual policyholders 
having the right to vote. 





One third of Northwestern Nation- 
al’s $1,650,000,000 of insurance in force 
is under the stock operation. Another 
one-third of the company’s in force 
represents ordinary insurance in the 
mutual department, and another third 
is group insurance, all of it written 
in the mutual department. Under this 
arrangement, mutual policyholders 
have a substantially greater voting 
strength than stockholders. Stockhold- 
ers are entitled to one vote per share 
and mutual policyholders entitled to a 
vote for each $1,000 of insurance they 
hold. 

A quorum of 50% of Northwestern’s 
220,000 outstanding shares of common 
stock must be represented before a 
legal meeting can be held. If Great 
Southern had control of this stock, it 
in effect, could block a legal meeting, 
yet possibly be unable to control an 
annual meeting because of the mu- 
tual phase of the company. However, 
it has been deemed that such eventu- 
ality would be unlikely as it could 
lead to a no-meeting stalemate that 
would serve neither the interests of 
Northwestern National nor of Great 
Southern. 

Northwestern was organized in 1885 
as a mutual company and remained 
that until 1927 when it became part 
mutual and part stock by offering its 
policyholders the continuing option to 
buy one share of stock for each $1,000 
of insurance they held. 


Ill. Examiner Blames 


Barrett for Firing 


(CONTINUED FROM PAGE 1) 
partment for 16 years. 

The reported link between Mr. Bar- 
rett, a Chicago lawyer, and the Illinois 
department was discussed in a recent 
series of copyrighted articles in the 
Post-Dispatch. The newspaper said 
some out-of-state insurance companies 
had to pay Mr. Barrett legal fees rang- 
ing as high as $5,000 for handling their 
applications to do business in Illinois. 

Mr. Barrett’s late brother, Robert E. 
Barrett, was Mr. McCarthy’s predeces- 
sor as insurance director. 

The Post-Dispatch said Mr. Wall, 
when questioned by a P-D reporter a 
few months ago, refused to discuss Mr. 
Barrett or Mr. McCarthy or the affairs 
of the insurance department. 





Actuaries Meet at Atlanta, 
Ponder Needs of A&S 


J. Henry Smith, vice-president and 
associate actuary of Equitable Society 
delvered a challenge to the actuaries 
attending the recent Southeastern Ac- 
tuaries meeting in Atlanta to find a 
way to broaden A&S coverages in order 
to cover the aged, those living in rural 
communities and substandard classes. 
He stated that the intense social cli- 
mate demands it. Because it is a na- 
tural political football, the public and 
politicians are demanding broader and 
more complete coverages. 

He stated that the public considered 
it cruel to cancel an A&S policy when 
a man becomes ill and that the prob- 
lem for the insurance company in cal- 
culating premiums that will take care 
of increasing age and increasing cost 
of medical care is not an easy one to 
solve. He suggested that non-cancella- 
ble insurance with a right to change 
the premium rate on a class basis if 
claim rates change would be a possible 
solution. 

The two-day meeting was attended 
by approximately 80 actuaries. Other 
phases of the business discussed be- 
sides A&S included the trends in in- 
dustrial insurance, agency problems 
in combination companies, valuation 
problems in connection with special 


benefits and special policies designed 
to compete in the “rate war”. ais 
- New officers elected were: H. Carey 
Hanlin, Provident Life & Accident, 
president; William Farmer, Protective 
Life, vice-president; Charles L. Van 
House, Coastal States Life, secretary- 
treasurer, and Hillary Fisher, Liberty 
Life, member of the executive com- 


mittee. 





General American Phone | 
Calls Save Injured Boy 


Quick thinking and fast work by 
Mrs. Grace Lineback and Mrs. Peggy 
Hicks, telephone switchboard operat- 
ors at General American Life, prob- 
ably saved the life of 13-year-old 
George Smith of St. Louis after he col- 
lapsed in his home with head gashes 
suffered while playing on nearby 
streetcar tracks. 

George’s 8-year-old brother, Norvis, 
tried to telephone the laundry where 
their mother works, but reached Gen- 
eral American by mistake. It took 
Mrs. Lineback and Mrs. Hicks some 
time to learn the name of the boy and 
the laundry, since Norvis was not sure 
of the name of the place. After calls 
to three laundries, they located the 
mother who talked to Norvis through 
the General American switchboard. 
Meanwhile, the operators called a hos- 
pital and ordered out an ambulance 
for George, who was rushed to the 
hospital for emergency treatment. The 
operators were credited with saving 
George from serious loss of blood. 





Catholic Order, Foresters, 
Promotes L. C. Caron 


Lewis C. Caron, district manager in 
New England for Catholic Order of 
Foresters since 1947, has been named 
director of organization for the U. S. 
and Canada of Foresters. Mr. Caron is 
a veteran field worker and has been 
with Foresters for 27 years. 

In his new position, Mr. Caron will 
have his headquarters at Chicago. He 
is a director of his society at the pres- 
ent time. He has served as president 
of New England Fraternal Congress 
for the last two years, and he is vice- 
president of the State Congress Sec- 
tion of National Fraternal Congress. 
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Sales Promotion. 


SALES PROMOTION 
Eastern company with over a billion dollars of life insurance in force 
has an immediate opening for a young man as Assistant Director of 


Applicants should be between 25 and 35 years of age and have had 
life insurance sales promotional experience. Experience in field work 
also desirable. Replies will be held in confidence. Present employer will 
not be contacted without applicant's permission. 

Write, giving complete background to Box R-9, The National Under- 
writer Company, 175 W. Jackson Blvd., Chicago 4, Ill. 








GROUP INSURANCE CONSULTANT 
Available February 1 


Outstanding sales record. Wants position with 
small to medium sized Employee Benefit Con- 
sulting firm, preferably qualified actuaries. 
Will relocate. Address Box R-58, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 








Chicago 4, Ill. 


HOME OFFICE UNDERWRITER 


A beret tr Now Gagiand life eens 
company has an opening for an aggre 
youn ame with home office underwriting experi- 
ence. Excellent opportunity for advancement 
because of pay 

Write Box R-34, c/o 
Co., 175 W. Jackson Bivd., Chicage 4, Ill. 








WANTED 
Administrative Assistant. Career woman 
with Life Insurance Agency experience 
to assist President in small, well established 
Central Ohio insurance company. Ré- 
sumé with photo. Reply to Box R-49, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 
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~~ In many great cities across the land, 
30k industrial growth which has meant 
nd life to the people, has also brought 
_- death . . . the death of the trees and 
ms shrubs which add beauty to good 
living. In Kansas City just the op- 
= posite is true. In fact, through wise 
mi city planning and persistent effort, 
| the majestic, natural beauty of our 
tree-lined boulevards, parks, indus- 
; trial and suburban areas has actually 
n 
fe increased as our industry increased. 
. From this stems the nation-wide 


reputation of our city as a place of 
great natural beauty... a place 
where the symbols of natural beauty 
are protected. 


It’s this emphasis on good living 
that, over the past 60 years, has 
built Kansas City Life Insurance 


Company . . . an emphasis on better 
and better living for its policy 
Owners and associates everywhere. 


PENNS CITY LIFE INSURAN@ Mee? 


Broadway) et Armour, Kansas City, 
































REPORT ON STATE FARM / Marketing Approach 











A TRUE STORY OF HOW SERVICE ON 
AUTO INSURANCE LED TO THE SALE OF 
FIRE AND LIFE INSURANCE AS WELL 


The picture above shows State Farm’s “personal insurance” 
plan in action. State Farm agents have a unique advantage, 
since their file of auto insurance policyholders gives them an 
ever-growing supply of prospects for fire and life insurance as 
well. And they know the service they give a client provides an 
opportunity to gain insight into the family’s protection needs, 
and establishes a ‘“‘good climate”’ for future sales. 


As Mrs. Lyle Risiove, of Rushford, Minnesota, recently wrote: 


**Mr. Earl Hoff, our State Farm agent, always seems to be 
around when we need him. When we had our auto acci- 


This is one in a series of advertisements to acquaint you with 
State Farm Life Insurance Company, Home Office, Bloomington, 
Illinois. If you want to know more about any aspect of State Farm opera- 
tions, simply write: ‘‘Director of Public Relations.” 


THIS MAN IS SELLING LIFE INSURANCE 





dent, he happened to be at the garage where my hus- 
band went to get a wrecker, and came back to the car 
with my husband. He has handled our auto insurance 
for several years, and has always given us the best of 
service. Now that we’re living in our new house, Mr. 
Hoff has helped us set up our fire insurance plan, and 
worked out a good life insurance program for my hus- 
band.”’ 


Mr. and Mrs. Rislove are typical of thousands of families 
who buy all three kinds of State Farm insurance. And Earl 
Hoff, like thousands of other State Farm agents, finds this 
marketing approach gives him unlimited opportunities for 
earnings, as well as deep personal satisfaction. 


STATE FARM 


INSURANCE 











